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GILLESPIE LOSSES 
TO BE SUBROGATED 


Committee in Report to Congress 
Recommends Appropriation of 
$3,658,445 for Damage 








COMPANIES HAVE MADE CLAIMS 





Proposal May Be Submitted to Pay 
Companies Difference Between 
Premiums and Losses 


That claims of fire insurance com- 
panies for losses paid as a result of the 
explosion of the T. A. Gillespie plant 
at Morgan, N. J., will be paid by an ap- 
propriation to be made by Congress 
seems probable from the recommenda- 
tions made this week by the committee 
appointed by Act of Congress to investi- 
gate these claims. 

Submitted Premiums With Losses 

The report of the committee says in 
part: 

“The board has also received claims 
from insurance companies to cover their 
losses by reason of the explosion, and 
the insurance companies have, in many 
instances, submitted with their list of 
losses premiums from the same vicinity, 
indicating a considerable loss over and 
above such premiums.” 

The wording of the above paragraph 
is believed to indicate that a proposal 
will be submitted to the companies for 
the government to pay the amount of 
the losses paid by them less the pre- 
miums received in the devastated terri- 
tory. The committee reported that it 
had investigated 3,233 claims calling for 
the payment of $436,732.66. Of the 
losses investigated, practically every- 
thing except actual damage done to 
property has been excluded. 

Complications Probable 

Of these cases, a large proportion of 
claims have already been paid by the 
fire companies and the re-payment 
thereof by the government automati- 
cally reverts to the company under the 
subrogation clause of the standard pol- 
icy. Just how these individual cases 
which may not be settled for some time 
will be handled when the claims of the 
companies are submitted to the govern- 
ment in bulk is not clear but many com- 
plications seem to be involved in this 
phase of the situation. 

The losses paid by the companies 
were principally on dwellings and other 
buildings not included in the Gillespie 
property which was uninsured as such 
and the committee reports that it ex- 
pects to receive more than 10,600 in- 
dividual claims for damage done to 
property. 


























Conflagration Proof 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 


Equal Protection for ALL Policyholders. 


FIRE AND ALLIED BRANCHES OF INSURANCE 


Fire, Lightning, Automobile, Commissions, Explosion, 
Hail, Marine (Inland and Ocean), Parcel Post, Profits, Regis- 
tered Mail, Rents, Rental Values, Sprinkler Leakage, Tourists’ 
Baggage, Use and Occupancy, Windstorm, Full War Cover. 


STRENGTH REPUTATION SERVICE 























The Pennsylvania Fire Insurance Co. 
Independence Square PHILADELPHIA 
BRANCH OFFICE, 76 William St., N. Y. CITY 

EK. G. RICHARDS, 


President, 


Writes all customary forms of Fire Insurance 


Born under the shadow of Independence Hall, its office has 
been on the same site for 93 years, during which time it 
has steadfastly upheld the traditions inseparably 


associated with its birthplace. 














THE BIG FOUR 


AGE—STRENGTH— SERVICE— OPPORTUNITY 


A COMBINATION WHICH MAKES A WIN. 
NER FOR THE AGENCY FORCE OF THE 


EQUITABLE LIFE OF IOWA 


(Organ \zed 1867) 

All previous records brcken during 1917. Substan- 
tial increase in assets and paid for insurance. Net 
gain in insurance in force during 1917, $21,764,- 
972.88, or 72% of the amount paid for. 

MEN of CHARACTER can obtain further informa- 
tion as to the Company and Opportunities by 
addressing: 

H. E. ALDRICH, Supt. of Agents 











| EQUITABLE BUILDING, DES MOINES, 











CONNECTICUT MUTUAL. 
IEASTERN CONFERENCE 


Educational Course and Organization 
Book Receive General Agents’ 
Endorsement 





PRES. ROBINSON MAKES ADDRESS 


Bespeaks for His Company a New 
Era of Progressive 
Development 





(Special to The Eastern Underwriter.) 

Baltimore, Jan. 8.—At the Belvidere 
Hotel, Baltimore, Monday, Tuesday and 
Wednesday of this week, the general 
agents of the Connecticut Mutual Life 
of Hartford, from all states east of 
Ohio, attended a conference of the com. 
pany to discuss plans of operation for 
1919. 

The effects of this conference will be 
more far reaching than the year 1919, 
if the intention of the company is car- 
ried out, and from the reception ac- 
corded the outline of work by the gen- 
eral agents, it is safe to say that the 
biggest things expected by the company 
will be done. 

New Era For Company 

President Henry S. Robinson, in an 
address reviewing the experience in the 
past year, and outlining the future 
ideals of the company laid great em- 
phasis wpon organization and education, 
winding up his talk with the statement 
that he believes we are on the thresh- 
old of a new era in world history, in 
life insurance history, and in particular 
Connecticut Mutual history. 

Mr. Robinson said he intends this 
new era in Connecticut Mutual history, 
in the making, shall see a wide ex- 
pansion in the field of active progres. 
siveness. 

Mr. Robinson stated that he has ab. 
solute confidence in every general 
agent: that he was sure every general 
agent would continue to do his utmost 
to hold the Connecticut Mutual not only 
abreast of the times, but a little ahead 
of the times. The concluding words 
of President Robinson were delivered 
in such a tone as to not only rouse his 
auditors’ enthusiasm, but to reflect his 
unfaltering determination to carry his 
company forward to a new height of 
life insurance service to the public. 
through a force of agency men educated 
to a point of special ability in affecting 
the service of the company. 

Speaking of the general trend in pro- 
fessional service in life {nsurance sell- 
ing, Mr. Robinson said that he was glad 
to see only honest competitive methods, 
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without any attempt at mud slinging 
predominating throughout the business 
of life insurance today. 
Steiner Introduces Course 
Tuesday morning, agency correspon- 
dent H. H. Steiner, presented for the 
first time the new and extensive educa- 
tional course devised by Lee D. Heming- 
way, general agent of the Connecticut 
Mutual at Pittsburgh, from long and 
practical experience, and presented to 
the company, and adopted by the com 
pany, as its official course, to be used 
in the training of its selling force, to 
the assembled general agents. 
General Outline 
In describing the educational course, 
Mr. Steiner said it was divided into 
eight sections as follows: 
I. The Connecticut Mutual Life In- 
surance Company: 
Its history. 
Il. The Basic Principles of Life In- 
surance. 
Ili. The Company’s Financial Condi- 
tion. 
IV. The Policy Contract: 
A Study of the Annual Life Form. 
V. The Policy Contract: 
Other Policy Forms, 
Also the Disability Agreement. 
VI. Special Plans of Insurance. 


Vil. The Agents’ Contract. 
Vill. The Agent: His.Duties and Ob- 
ligations. 


Among other things, Mr. Steiner in 
his presentation said: 

“There is a demand from the public 
for highly skilled and trained men in 
all lines of professional and business 
activity. This demand is constantly 
growing even in the professional 
lines of work, the public demanding 
the very best training and skill, and 
giving its patronage to those who are 
competent to advise. 

Educational Idea Grows 

“The same tendency has been noted 
in recent years in the life insurance 
profession, and there has sprung up 
quite a coterie of skilled specialists in 
various phases of our business, notably 
those dealing in life income, trust es- 
tates, business insurance, group insur- 


ance, and in a smaller way, other 
branches of life insurance salesman- 
ship. 


“The experience of the public in con- 
nection with the raising of our army, 
has also accentuated the demand for 
education along all lines. It has never 
been understood so fully as it is today, 
how valuable technical training is, and 
the public realizes that had it not been 
for the education and training of our 
army and all its component parts, that 
we would absolutely have been unable 


to meet the emergency which we did 
in such a magnificent manner. 
“The education and training of our 


soldiers who are now overseas, in the 

subject of life insurance, is a strong in- 

dication of what is to come in the future. 
Cornerstone of Organization 

“This course of education is the cor- 
nerstone upon which we intend to 
build our organization. Without proper 
education and training of agents, we do 
not believe it possible to maintain a 
real agency organization. The educa- 
tional course is simply the collating and 
arranging in the best possible way the 
material which experience has shown 
is best suited for the training of those 
who have a real desire to learn the 
fundamentals of the life insurance sell- 
ing profession. 

“As stated to you by President Rob- 
inson, the Connecticut Mutual is a gen- 
eral agency company, first, last and all 
the time, and each general agent is to 
be held responsible for the result in his 
individual territory. 

“Indeed as President Robinson said, 
‘you are the captains in your fields,’ 
and will be held solely responsible for 
its organization and the command and 
direction of the sub-agents under you. 
We urge the use of this educational 
course in the strongest possible man- 
ner.” 

Author Practical Man 

Agency Correspondent Steiner, follow- 
ing his remarks, introduced Lee D. Hem- 
ingway, author of the course, who for 
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Equitable Life Assurance Society 
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more than six hours explained the work- 
ing of same in detail. WRegarding the 
value of the course, he recited an ex- 
perience of a life insurance agent who 
had proven a failure, was on his uppers, 
and had left business. He called on 
Mr. Hemingway, studied his educational 
course, and in four months after the 
completion of same, had written $150,- 
000 of business, and in «a case of com- 
petition where a $60,000 policy was in- 
volved, succeeded in beating the general 
agent under whose direction he had pre- 
viously failed. 

Mr. Hemingway also related an exper- 
ience with a personal friend of his who 
came to him, considering entering the 
business of life insurance selling. He 
did not tie up with Mr. Hemingway in 
his agency; he did tie up with another 
general agent in Pittsburgh, which led 
Mr. Hemingway to take stock to as- 
certain the reason. His conclusions 
follow: 

He (Hemingway) had had the exper- 


ience when entering the business which 
has been until recent years almost uni- 
versal, of being handed a rate book and 
application blanks, and told to go to it. 
From this point he weighed what rea- 
sons would most influence him in se- 
lecting a general agent to become as- 
sociated with, if he were again enter- 
ing the business as a beginner. After 
consideration of — size. popularity, 
wealth, companies, ete., he finally cen- 
tered on the conclusion that the funda- 
mental factor making towards success 
in life insurance, was in education, and 
therefore decided that he would search 
out the general agency in which he 
could get the best education. From this 
it was only a step to the initiation of 


the work which has in five years of 
practical development matured into 
what the Connecticut Mutual general 


agents in the Eastern states emphatic- 
ally endorse as the greatest organiza- 
tion tool which has ever come to their 
note. In these five years of develop. 








We NEVER 





Demobilize 





While our country’s military forces are being demobil- 
ized, GUARDIAN policyholders continue to mobilize under 
our plan to help increase the nation’s economic strength 


through individual effort. 


A. TO BE HEALTHY AND ACTIVE 
Every policyholder is entitled to Health Reclamation 


Service. 
B. TO SAVE FOOD 


Every policyholder may obtain the knowledge of 
Scientific Household Diets. 


C. TO PRODUCE FOOD 


Every policyholder may procure information on the 
Planning and Care of a Food Garden. 


D. TO BE THRIFTY 


Every policyholder will be furnished with a simple 
plan of Household Budgeting as a Practical Thrift 


Measure. 


The GUARDIAN’S perfect protection policies contain 
Waiver of Premiums, Disability, Annuity and Double 


Indemnity Clauses. 


THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 


Fifty-eight Years of Unsurpassed Service to Policyholders 


For a direct agency connection address: 


T. LOUIS HANSEN, Vice-Prest & Agency Manager 


50 Union Square 


NEW YORK, N. Y. 


ment, Mr. Hemingway has not had a 

failure among those men in his agency 

who have completed the course. 
Unique “Organization Tool” 

Hugh S. Hince, editor for the Con- 
necticut Mutual Life, “sold” to the gen- 
eral agents, a new “Organization Book”, 
designed to be used as a prospectus of 
the advantages of Connecticut Mutual 
agency work as acareer. The book was 
extremely well received, and appre- 
ciated as a new tool, of which there was 
no counterpart known by any of the 
general agents attending the confer- 
ence, to have been produced elsewhere 
in life insurance agency work. 

Secretary Greene Presides 

Jacob H. Greene, secretary of the 
Connecticut Mutual, acted as chairman 
of the conference, and presided through 
the various sessions. Mr. Greene is 
the son of Colonel Jacob L. Greene, 
maker of insurance history. It is fitting 
that he should assume new duties in 
connection with agency matters per- 
taining to his father’s company, at a 
time when the institution is about to 
leap forward into this new progressive 
era. 

H. M. Holderness, the new supervisor 
of agencies of the Connecticut Mutual, 
explained in detail the new tool of the 
company, known as the “Organization 
Book.” 

Demonstrates Usefulness 

David L. Caulkins, general agent of 
the Connecticut Mutual at Cleveland, 
came to the conference to demonstrate 
how he had used the educational course 
in class work with his entire agency 
organization. During the three months 
in which he gave weekly sessions of 
instruction with the course, his agency 
succeeded in writing in excess of $1,- 
000,000 of insurance. 

The sessions of Wednesday were in 
charge of supervisors of agencies, 
Harry F. Gray and L. R. Campbell. 
The entire time was given over to an 
exploitation of the workings and hand- 
ling of the tools provided by the com- 
pany, as seen from the viewpoint of 
men actually in touch with field work. 

The Policy Analysis 

One of the features presented in con- 
nection with the educational course, 
was a little book entitled “The Policy 
Analysis”. It contains questions and 
answers, completely describing and 
making minute analysis in layman’s 
language, of an ordinary life contract as 
issued by the Connecticut Mutual Life. 

Western Conference at St. Louis 

A second section of these conferences 
will meet in St. Louis at the new Statler 
Hotel, next Tuesday, Wednesday and 
Thursday, which will be attended by 
the general agents in the territory west 
of Ohio to the Pacific Coast. 


HEALTH BILL INTRODUCED 
Seeks Proper System of Sickness Pre- 
vention—Outgrowth of Disability 
Insurance Investigation 
The first bill introduced in the New 
York state senate calls for the reor- 
ganization of the department of health 
and includes appropriations of over $2,- 
000,000. The bill was introduced by 
Senator Graves and at the behest of the 
Associated Merchants & Manufacturers 
of the state. It is known as the Graves- 
Bewley bill and is regarded as the first 
step by organized employers to check 
propaganda for compulsory state health 
insurance, but an official of the Mer- 
chants’ association says that the bill 
owes its existence only indirectly to the 
campaign which has been waged for 
compulsory health insurance. This offi- 
cial says: “It was while investigating 
compulsory health insurance that the at- 
tention of the association was attracted 
to the possibilities for good that might 
accrue from a proper system of sickness 
prevention, and our bill is the direct 
outcome. Our association does not ex 
pect that the sickness prevention bill 
will be taken up and passed immedi- 
ately.” 
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New York Life Had 
$340,338,300 Year 


INCREASE MADE OVER $25,000,000 








Paid Death Losses During Year on 
12,500 Policyholders for More 
Than $35,000,000 
One of the interesting events of the 
life insurance year is the announce 
ment of the New York Life Insurance 
Company regarding the transactions of 
that institution during the previous year. 
We are in receipt of a bulletin from the 
company, containing information re» 
garding its activities during 1918. 

Issued 145,000 Policies. 

The New York Life during 1918 icw 
sued 145,000 policies for new paid in- 
surance, amounting to $340,338,300 giv- 
ing the company a net increase over 
the preceding year of $25,000,000. 
Practically all of this business was 
written in domestic territory. 


$2,838,829,802 In Force. 

At the close of 1918, the New . York 
Life was composed of people holding 
over 1,360,000 policies; these policies 
protecting homes and business interé 
ests throughout the world to the extent 
of $2,838,000,000. At the close of 1917, 
the outstanding business in force of the 
company was $2,673,334,336. Thus at 
the end of 1918, the company had a 
gain of business in force of about $165, 
495,466. 





Stupendous Payments. 

In the twelve months of 1918, the 
New York Life paid in death losses on 
the lives of more than 12,500 policy 
holders, more than $35,000,000. The 
company paid in maturing policies anc 
other cash benefits to living policy ‘old- 
ers about $62,000,000. The company 
paid to its policyholders in dividends 
(which is included in the $62,000,000 
above noted) $26,000,000, and they made 
ldans at interest direct to 64,100 policy 
holders on the sole security of their 
policies, over $19,750,000. 

Policy Loans Decrease. 

The New York Life states that out- 
standing loans to policyholders have 
again largely decreased, and 1918 the 
best year the company ever had in that 
respect was even better than 1917, in 
itself a remarkable year. The loans 
repaid exceed the new loans’ made, 
showing that owners appreciate the val- 
ue of their policies, and have taken 
steps to pay off the mortgage either 
a little at a time or in full—the best 
possible way for a borrower to save 
money, lessen his interest charges, and 
reduce his liabilities all at one and 
the same time. 





HOLBROOK HOLDS MEETING 





Connecticut State Agent For Mutual 
Life Entertains Agents In 
Hartford. 


Dwight Holbrook, state agent for the 
Mutual Life for Connecticut, entertained 
the agents in his territorv at Hartford 
last week. A business meeting was 
held last Friday afternoon, and in the 
evening Mr. Holbrook had the agents as 
his guests at Parson’s Theater. The 
play was Oscar Wilde’s “An Ideal Hus 
band.” Saturday noon the party had 
luncheon at Heublein’s. 

Among those present were B. D. Cash- 
man of Waterbury, E. S. Doton of New 
London, C. W. Fuller of Shelton, T. J. 
Murray of Greenwich, C. E. Nettleton of 
New Haven, F. H. Percy of New London. 
J. G. Stanton of New London, D. G. 
Thayer of Poughkeepsie, N. Y., BE. C. 
Tryon of New Haven, H. E. Wagoner of 
Bridgeport, L..E. Thomas of Hartford 
C. A. Schoonover of Danbury, J. H. 
Mann of Putnam, T. H. Robb, of Hart- 
ford, E. C. Tomlinson of West Haven, 
F. L. Nettleton of Hartford. 


Equitable Life 
Goes Over the Top 


NEW BUSINESS  $271,700,000 





1918 


and $68,500,000 Group Insurance— 
Establishes New Record 


The field forces of the Equitable Life 
Assurance Society broke all records 
for production of business in 1917 
When they entered upon 1918, they 
promised President William A. Day a 
further advance—-a new record. Infor- 
mation received by The Eastern Under. 
writer from the Society this week in- 
dicates that the.men with the rate 
book have more than kept their pledge. 

The total new insurance paid for 
during 1918 by the Equitable Life agents 
amounted to $271,700,000. of this 
amount, $205,200,000 was regular life 
insurance, and $68,500,009 was written 
on the group life plan. 

The new insurance paid for in 1917 
by the Equitable was $251,344,652. This 
was divided $184,252,691 regular life 
insurance, and $67,091,961 group insur- 
ance, 

The group insurance business of 1918 
is important in that the total was 
larger than in 1917, notwithstanding 
the big Union Pacific group which was 
written during that year, approximating 
$20,000,000 of insurance. 

Early in 1918, the men and women 
constituting the New York metropoli- 
tan department of the Equitable Life 
pledged the Society $50,000,000 in paid 
for insurance for the year. Cashier 
Webster, of the Equitable issued a 
statement dated December 31, showing 
a total of $50,900,000 had been  pro- 
duced in this department for the year. 
During the last three days of the year, 
$2,422,800 of insurance was paid for, 
by the New York metropolitan agents, 
of which $1,311,060 was settled for on 
December 31. 


George K. Sargent 
Advanced By Mutual 


APPOINTED SUPT. OF AGENCIES 





Has Been Employed By Company 


Thirty Years—Fourteen Years 
Geo. T. Dexter’s Assistant 
George Kimball Sargent was ap- 


pointed Superintendent of Agencies for 
the Mutual Life on January 1. From 
time to time there come announcements 
of the reaching of high positions by 
men who have cut the steps of their 
promotion by long and intelligent and 
loyal service of an institution, and Mr. 
Sargent’s ascent is an example. He 
was born in Charlestown, Mass., in 1873 
and received a common school educa- 
tion. In 1888, when he was fifteen years 
of age, he became office boy in the Bos- 
ton agency of the Company. There he 
moved up, working through several po- 


sitions, until the year 1898, when he 
was made assistant cashier in the 
agency—-at 25 years of age. But his 


desire then was toward the field, and 
soon he entered it, as the agency's Su- 
perintendent of Agents. 
Called to Home Office 

For a short time he held that position, 
and then was called to the home office 
by Second Vice President Dexter, to be- 
come his assistant in the agency depart- 


ment. In 1904 Mr. Sargent was appoint- 
ed Assistant Superintendent of Agen- 
cies, and now he has received—after 


fourteen years of first-class service at 
the home office and thirty years of 
service in the company—promotion to 
the superintendency. 

Sometimes men who rise are not ac- 
companied by the good will and con- 
gratulations of their associates and sub- 
ordinates. Mr. Sargent’s promotion, on 
the contrary, will delight the field force 
of the Mutual Life, as it does the staff 
at the home office. 
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Group Insurance 
Monthly Income Insurance 
Weekly Income Insurance 


| All Other Popular Standard Forms— 
| Ordinary and Industrial 


PRUDENTIAL 


INSURANCE CO. OF AMERICA 


ncorporated Under the Laws of the State of New Jersey 


— Branch Offices in All Leading Cities in the United States and Canada — 


THE 


Home Office: NEWARK, N. J. 





at any time within the period 
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Prudential Extends 
Its Policy Coverage 


CONTRACT ISSUED JANUARY 1 





Double Indemnity for Accidental Death 
—Monthly Income for Life— 
Waiver of Premiums 





In announcing a new policy contract 
issued January first, providing life in- 
surance and in addition thereto acci- 
dental death insurance, double indem- 
nity and continuous income during totai 
and permanent disability, The Pruden- 
tial says: 

“Our policies with a few exceptions 
provide for waiver of premiums and 
payment of insurance in installments 
during ten years in event of total and 
permanent disability of the insured pri- 
or to age 60, and for waiver of pre 
miums with a corresponding reduction 
of the insurance in event of such dis- 
ability after age 60. These provisions 
were added to our policies without any 
increase of the premiums. 


on 


o meet the demand for still more 
complete protection, we have prepared 
a policy, which for a slightly higher 


premium will provide the following 
benefits: 
Face amount of insurance payable 


at death if the policy be on the whole 
life or limited payment life plan or pay- 
able at death or at maturity as an en- 
dowment if the policy be on the Endow- 
ment plan. 


Accidental death benefit equal to 
face amount of insurance payable in ev- 
ent of the death of the insured by acci- 
dent under the conditions specified in 


the policy and provided no disability 
benefits have been granted. 
This is in addition to the ordinary 


death claim, so that in such case the 
amount payable will equal twice the 
face amount of insurance. 


Total and Permanent Disability Bene- 


fits: Disability before age 69: waiv- 
er of future premiums and  pay- 
ment to the insured of a month. 


ly income for life of $10 for each $1,000 
of the face amount of insurance during 
the total and permanent disability of 
the insured. The payment of this 
monthly income during disability does 
not reduce the face amount of in- 
surance, which is still payable in full 
upon a claim arising by death or ma 
turity. In the case of endowment pol- 
icies, if the insured becomes entitled 
within the endowment period to the dis- 


ability monthly income, this will con- 
tinue for his life (while he continues 
totally disabled) even though the en} 


dowment may mature and be paid as 
a claim before his death. 


Disability after age 60: waiver of 
future premiums, but face amount of in- 
surance will be reduced by the amount 
of each premium waived. 

These policies will be issued for 
amounts not exceeding $25,000, face 
amount of insurance, on the life of one 
person. They will not be issued, on 
the lives of women, on joint lives, on 
military or naval risks, nor on the lives 
of persons rated sub-standard by the 
Company. Policies of this kind will 
not be issued on the 10-+year term 
plan or on the monthly income plan. 
Among the General Provisions Are: 

1. A grace period in payment of 
premiums, except the first, of thirty- 
one days without interest. 

2. Right to change beneficiary if the 
insured is of full age and policy is in 
force and not assigned. 

3. Policy, if canceled, 
instated at any time 


may be re 
if an endowment, 
-subject 
to payment of arrears with interest and 
satisfactory evidence of insurability. 


4. Cash or premium loans after 
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three years (two years in case of en» 
dowments.) 

5. Policy incontestable after one 
year except for nom-payment of pre- 
mium and violation of provisions as to 
war service, if any. 

Dividend Provision. 

Dividends will be credited annually 
from the surplus earnings of the Com- 
pany, and may be taken in cash, ap- 
plied towards the premium, used to pur- 
chase paid-up addition to the policy or 
left to accumulate with interest. 

The low premium rates at which Pru- 
dential policies are sold result prac 
tically in the payment of dividends in 
advance and additional profits will ne- 
cessarily be small, The surplus accru 
ing will probably not be sufficient to 
enable the company to apportion any 
dividend before the end of the second 
year from date of policy. 


Non-Forfeiture Provisions. 

1. Policy continued in force, except 
as to disability and accidental death 
benefits, for a specified period in case 
ot lapse after first year’s premium has 
been paid. 

2. Automatic extended insurance, ex- 
cept as to disability and accidental 
death benefits; 

3. Or, paid-up policy, except as to 
disability and accidental death benefits, 
payable at death, or at maturity as an 
endowment, if an endowment; 

4. Or, Cash Surrender Value, 

Note—-,.Provision 2, 3, or 4 is granted 
at end of any year after the third (sec- 
ond, if Endowment) in case of lapse. 


Options of Settlement 


1. Amount payable in one sum. 

2. Or, amount payable may be made 
payable in equal monthly instalments, 
provided each instalment would be not 
less than $10, during any number otf 
years from two to twenty-five, or con- 
tinuously to a beneficiary until his or 
her death; payments for a definite num- 
ber of years— five, ten fifteen or twen- 
ty—to be made in any event. The 
amount of each instalment will be in- 
creased by dividends as apportioned. 

3. Or, in lieu of the monthly instal- 
ments the amount payable may be tak- 
en in annual, semi-annual or quarterly 
instalments, which will be increased 
by dividends as apportioned. 

4. Or, amount payable, or any part 
thereof, if not less than $1,000, may be 
left as a Trust Fund with the Company 
and will draw interest at three and 
one half per cent. per annum, together 
with dividends as apportioned. 

Note— The insured) may designate 
in advance the mode of settlement; if 
insured does not make such designa- 
tion, the beneficiary can select any one 
of the options. 


Important Rules For The Guidance of 
_ Agents in Writing Business on 
the Above Plan. 


Limits of amount—men.—$1,000 to 
$25,000. 

Limits of age—men.—when fully 15 
years of age and entering sixteenth 
year, application for these policies may 
be written up to and including age 55 
(20-payment life with pure endowment 
addition, up to and including age 50,) 
nearest birthday. In case of minors, 
refer to section 8 of general instruction. 

Women.—These policies will not be 
written on female lives. 

Selection of risks.—Applications may 
be written on insurable persons gener- 
ally who are engaged in strictly non- 
hazardous occupations, provided they 
are absolutely first-class risks in every 





respect. Professional or business men, 
skilled mechanics, farmers, etc., are 


desirable risks for these policies. 

The term “professional or business 
men” refers to physicians, clergymen, 
lawyers, bankers, men having a _ bus- 
iness of their own with good surround- 
ings, clerks in large commercial 
houses, etc. 

The term “skilled mechanics” applies 


to carpenters, machinists and others 
who are skilled workmen in their vari- 
ous trades. 

These policies will not be issued in 
cases Where the special Medium or 
hazardous rating wouid be necessary, 
nor will they be issued on the lives OL 
women, on joint lives or on military or 
naval risks. Wolicies of tnis Kind will 
not be issued on the 1@year term plan 
or the monthly income plan, Risks in- 
volving some form ol hazardous ele 
ment not ordinarily calling tor a rating 
will be judged upon their merits. 

Residence and travel.—Applicants re- 
siding or traveling in countries where 
such residence or travel requires an ex- 
tra premium cannot be written for 
these policies. Owing to statutory 
requirements it is not practicable to 
issue these policies on the lives of pel 
sons residing in the States of Washing- 
ton and Wisconsin. 


Premium Rates Per 


$1,000 Face Amount of Insurance— 
$1,000 Accidental Death Benefit $10 
Monthly, Total and Permanent 
Disability Income 


Premiums payable after age 60 will be 
reduced as indicated in the col- 


umn headed “Annual Deduc- 
tion After Age 60” 
Whole Life 
Age Semi- An’l 
An’l An’l Quar. Ked. 
Prem. Prem. rem, alter 
Age 60 
Te. swans $14.90 $7.75 $3.96 $0.48 
so w&kamewate 15.16 7.88 4.02 49 
at aeneseus 15.44 803 4.09 50 
) biwanaan 15.74 8.18 4.18 52 
| Cer ee 16.06 8.35 4.26 54 
re 16.39 852 4.35 56 
Be} swueiccuatae 16.73 8.70 4.43 58 
Me rrerrr. 17.09 8.88 4.53 60 
De. eaaae 17.47 9.08 4.63 52 
ee. baewaenn 17.86 9.28 4.74 64 
errr 18.2 9.50 4.84 66 
a otek 18.71 9.73 4.96 68 
Se) cblecen nas 19.16 9.96 5.09 vil) 
a secs0ven 19.64 10.21 6.21 72 
ey ee 20.14 10.47 65.35 74 
re 20.67 10.75 5.48 76 
Seer 21.22 11.04 5.63 73 
Pere 21.82 11.35 5.78 $1 
— errr. 22.45 11.68 5:95 84 
| Seer 23.09 12.01 6.13 86 
e aaseomeu 23.79 12.37 6.31 89 
ae . shesanns 24.52 12.75 6.50 92 
Bo 8 0 aendwaee 25.31 13.16 6.71 96 
De avasewwe 26.13 13.59 6.93 1.00 
me “senanees 27.00 14.04 7.16 1.03 
3 eaeesmes 27.92 14.52 7.40 1.07 
oer re 28.90 15.03 7.66 1.11 
Be. \smekiaent 29.94 15.57 7.93 1.16 
errr 31.04 16.14 8.24 1.19 
meee re 32.22 16.76 8.54 1.24 
_ ner reryT 33.47 17.40 8.87 1.29 
are 34.86 18.13 9.26 1.34 
mE  weipuemee 36.35 18.90 9.64 1.40 
ae wkeneancs 37.93 19.72 10.06 1.46 
aera 39.63 20.6L 10.51 1.53 
errr 41.43 21.54 10.98 1.60 
|. re 43.29 22.51 11.48 1.68 
errr 45.27 23.55 12.01 1.76 
_ ae Corrr 47.388 24.64 12.56 1.85 
aire 49.63 25.80 13.16 1.95 
Ce ~setwseve 52.03 27.06 13.79 2.05 





DIVIDENDS REMAIN THE SAME 





John Hancock Mutual Life Says Con- 
tinuation “Constitutes Completest 
Justification of Its Practice.” 





In the December issue of the “John 
Hancock Field” the John Hancock Mu- 
tual Life discussing mutuality said: 

“With Nineteen Nineteen but a few 
days away, and peace substantially re- 
stored, the field force of the John Han- 
cock may well contemplate the outlook 
for that year with the confidence born 
of the splendid aggregates of production 
it has rolled up during the years of war 
and the wonderful increase of public 
respect for life insurance engendered 
during that period. This confidence 


can but be intensified by the announce- 
ment that, despite the various elements 
of rising cost, together with the death 
claims resulting from the most dis- 
astrous epidemic that this generation 
has known, there will be no reduction 
in the scale of returns of surplus to 
our members—that is, the dividends in 
the Ordinary, Intermediate and Weekly 
Premium Branches will be on exactly 
the same basis for 1919 as for 1918. 
Add to this the new arrangement per- 
mitting the payment of a dividend un- 
der a Weekly Premium pcjlicy entitled 
to receive a dividend in 1919, at any 
time during the year without waiting for 
its anniversary, and it is clear that the 
John Hancock field man is _ better 
equipped to secure the favor of the pub- 
lic than ever before. 


Fat Years Provide for Lean. 


“The ability of the Company to con- 
tinue its dividend scale undiminishea 
by the adverse elements tnat arose 
during the past year, constitutes the 
completest justilication—-if such were 
needed—of its practice in setting aside 
an amount of unassigned tunds adequate 
to meet emergencies and unusual con- 
ditions without dangerous strain on its 
fundamental stability. Back in the 
mists of Scriptural antiquity we find 
Joseph administering the regency of 
Kigypt on similar lines when he stored 
up the excess of the fat years to pro- 
vide for the necessities of the lean 
years. It is all part and parcel of 
the time tried plan of mutuality on 
which the company operates, of 
which it was one of the early exponents 
and which has come to impress its 
merits so deeply on the master minds of 
the institution of life insurance that 
within a relatively short period, it has 
experienced such an extension that 
about ninety per cent of the legal re- 
serve business of the United States 
is now transacted upon the principles 
for which it stands.” 


ELEVEN MONTHS’ RECORD 





Arnold’ Harmelin, General Agent, Co- 
lumbian National Life Paid Fo- 
$707,250 in 1918. 





Arnold Harmelin, general agent, The 
Columbian National Life at 20 Clinton 
Street, Newark, N.J.,advises The East- 
ern Underwriter in connection with the 
business of his agency for 1918 as fol- 
lows: 


“I signed a general agency contract 
with The Columbian February 2, 1918, 
and on December 30th, reported to the 
home office at Boston, $707,250 of paid 
for business, besides about $100,000 of 
issued contracts which came down too 
late to be placed for the year. 


“T have felt somewhat disappointed in 
not reaching my goal of $1,000,000 for 
the first year, which I had set out to do, 
but, however, when I consider the 
hardships and obstacles with which a 
new organization has to contend 
during the first year, and the fact that 
I had to build from the very bottom in 
order to bring my company before the 
public of New Jersey, I believe that the 
volume of business put on the com- 
pany’s books is mighty creditable. 


“The outstanding feature about the 
success of my agency is that it was 
built not by old timers, but ‘by practi- 
cally new men—most of them coming 
from the industrial field—-who had to be 
trained in the ordinary line. With the 
results achieved thus far, I feel confi- 
dent that the Newark staff of the Co- 
ijumbian National will not have to take 
2 back seat for any of the oldest life 
insurance agencies in the country.” 





LOESCH AGENCY PRODUCTION 

George Loesch, metropolitan agent 
of the Manhattan Life, advises The 
Eastern Underwriter that his agency 
paid for $1,142,000 during 1918. 





Admitted Assets, 
180% of liabilities 


Liabilities, e = 


Only 56% of assets 
Excess of Assets, 

80% more than liabilities 

39% more than 1917 


Insurance in Force, 





f “One of the Best Dividend-Paying Companies in America” 


Continental Life Insurance Co. 


WILMINGTON, DELAWARE 





ELEVENTH ANNUAL STATEMENT 
DECEMBER 31, 1918 


\ Capital, $643,610 | 
/ Surplus, 


New Insurance Paid For, - 


Net increase 74% greater than 1917 


DIVIDENDS 


N common with all other companies, the Continental suffered severely 

from the influenza epidemic; death losses for the year were greater 
than the combined losses for the preceding five years. 
large margin of assets in excess of liabilities, coupled with the fact that 
the company normally earns nearly three times the dividends to its 
policyholders, renders it unnecessary to make any reduction in the large 
policy dividends which have given the Continental the reputation of 
being “one of the best dividend-paying companies in America.” 


$ 2,877,672 


1,599,572 





$ 1,278,100 


634,490 { 


4,279,415 


20,921,006 


Yet the very 
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1918 Greatest Year 
For the Travelers 


INCOME HAS REACHED $62,700,000 


Every Department of Company’s 
Activities Forged Ahead—Life In- 
surance Paid for $213,000,000 


Vice-President John L. Way, of The 
Travelers Insurance Company, and The 
Travelers Indemnity Company, in his 
annual letter to the field force of the 


companies, presents striking figures, 
setting forth the activities of these 
companies for the year 1918. Glanc- 


ing at the figures presented, one is 
reminded forcibly that the Travelers 
combination forged ahead in every de- 


partment. The combined total income 
footed up $62,700,000 for 1918, com- 
pared with $32,000,000 for 1915, the 


companies’ total income having nearly 
doubled in three years’ time. In his let- 
ter, Vice-President Way said: 

“T am gratified to be able to report 
that the business of the Company dur 
ing the year 1918 was the greatest in 
its history despite the fact that so many 
home office and field representatives 
were engaged in patriotic service in the 
military, naval and civil branches of 
the Government and that all who re 
mained in our organization gave so 
liberally of their time to the Liberty 


Loan, Red Cross, United War Work, 
and otlier campaigns. 
Distribution of Income. 
Over 

New life insurance paid for.$213,000,005 
GE:  se8esetiw erates aweee 27,000,000 
Paid life premiums ........ 19,500,000 
RS ee ee 3,000,000 
Paid accident and health 

PYOMMIGMS 62s ccwsccssesec 6,250,009 
cic cadena taneeus 400,000 
Paid compensation and lia- 

bility premiums ........ 26,900,000 
0 ee ee re ee 9,000,000 
Paid premiums, The Travel- 

ers Indemnity Co....... 3,800,009 
SN: x csttvnnek aw ere eoeens 1,000,000 
Total premium income 56,500,000 
ie cere rer an 13,700,009 
Income The Travelers Inp 

surance Company ...... 58,700,009 
ee eee ne 12,300,000 
Income The ‘Travelers In- 

demnity Company ..... 4,000,009 
MD DSaucsepadodescn vaca 1,100,000 
Total TRCOMAE: 2. .cccsccczcs 62,700,000 
EE icon 654 ee eee 13,400,000 


“T desire to express for myself and 
the other officers of the Company our 
appreciation and congratulations to ev- 
ervone who contributed to this splen- 
did record, and particularly to those 
who assumed the burdens imposed by 
the absence of so many of our workers 
in addition to ably performing their 
own duties. With the continuance of 
their earnest efforts, supplemented by 


those whom we are now’ welcoming 
back to the service of the Company, 


the year 1919 promises prosperity and 
success beyond anything ever before 
achieved.” 


MILLION TO BASEBALL OWNER 


William Wrigley, of Chicago, Covered 
By Twenty Two Life Companies— 
Premium $60,C00 





William Wrigley, Jr., millionaire and 
principal stockholder of the Chicago Na- 
tional League Baseball Club, has taken 
life insurance to the amount of $1,000,- 
000. The annual premium on the ordi- 
nary life plan will be $60,000, which is 
distributed among twenty-two compan- 
les and was placed in Chicago. 





: Fraser & Abry, general agents for the 
Connecticut Mutual Life, 32 Court 
street, Brooklyn, report that since their 
appointment to that office. March 1. 


1918, they paid for $1.013 
business. . ee 








ASSETS $103,960.692 


Provident Life & Trust Co. Shows 
Gain of $3,437,228 Over 
1917 

The annual statement of the insur- 
ance department of the Provident Life 
& Trust Company of Philadelphia as 
of January 1, 1919, shows assets of 
$103,960,692, which is.a gain of $3,437,- 
228 over January 1, 1918. The princi 
pal items of the statement follow: 


ASSETS 
Insurance Department: 
eee $909,690.85 
Mortgage Loans and 
ground rents ....... 26,695.145.73 
Loans on Collateral Se- 
Dc auvexeracunks 2,315,005.00 
Advances on Policies of 
this Company ....... 11,230,733.43 
Premium Notes ...... 121.76 


Bonds at present Mar- 
ket Value (see list) 
Excess of Amortized 
Value (New York 
standard) of Bonds 
over Market Value 


53,328,471.59 


5 957,009.39 


2 Parsee 31,340.07 
Accrued Interest ..... 1,276,577.23 
Overdue Interest ...... 107,809.78 
Deferred and  Uncol- 
lected Premiums, etc., 
less Cost of Col- 
DE  ddengcdvsusus 2,108,787.56 
aia ee Wie iw eek aes whee $103 960,692.30 
LIABILITIES 
Insurance Department: 
Insurance Reserve, com- 
puted by American 
Table 336% ..:...0.. $91,914,162.00 
Additional Insurance re- 
serve for possible 
change to 3% reserve 
EE ddackcawewenune 4,206,778.00 
Reserve on Supplemen- 
tary Contracts ...... 1,058 350.00 
Death Claims await- 
ing proof, otc. ...... 606,411.37 


Advance Premiums an1 
Miscellaneous Liabil- 
rer rere 

Surplus to Policyhold- 
ers apportioned but 


1,411,775.51 


unpaid, including es- 
timated amount for 
EE eisnt we wanekunees 2,740,983.58 


Contingency Reserve 
(not including Capital 


| aera 2,022,231.84 
pictankaine rae es £103,960,692.30 
Insurance Transactions For 1918 

17,355 Policies issued 

in 1918, insuring .....$53,997,244.00 

(written basis) 

160,714 Policies out- 

standing 12th Month 

31, 1918, insuring ... 419,627,227.00 

(written basis) 

Distribution of surplus 

on policies .....-. 2,328,174.11 
indowment Policies ma- 

tured and paid dur- 

fe rE eee 3,307 ,534.26 
Total amount paid for 

matured Endowment 

Policies since organi- 

zation of Company in = 

are .... 52,270,672.66 
Losses by death dur- 

ing the year (1325 

Ee ee 4,679,056.00 
Total amount paid for 

Death Claims since 

organization of Com- 

pany in 1865 ....... 53,324,742.42 
Premiums and Annui- 

ties received during 

ane 14,860,728.35 
Interest on Insurance 

PE. cos biwwsneese™ 4,650,682.14 


RESULTS IN PENN MUTUAL 
The Penn Mutual Life, Philadelphia, 
says that the Company’s paid-for new 
business for 1918 was $95,478,047, which 
was $14,000,000 less than 1917, $6,000, 
000 less than 1916 and $20,000,000 more 
than 1915. 


Equitable of Iowa 
$160,000,000 in Force 


GAIN FOR YEAR $19,000,000 
Business Issued During 1918 $31,600,- 
000—Increase in Assets Over $2,- 
600,000—Death Losses 


$1,495,000 


The Equitable Life of Iowa closed the 
year 1918 with approximately $160,000 
000 of insurance in foree, making a net 
gain of more than $19,000,000, Ths 
pany has issued business for the year. 
amounting to $31,600,000. The com- 
pany’s statement for 1918 will show an 
increase in assets of more than $2,600,. 
600. Death losses incurred during the 
vear amounted to $1,495,000, which was 
nearly three times the amount for 1917 

December, 1918 was the biggest 
month in the history of the company, 
notwithstanding the books were closed 
at noon, December 30th. 


Fieid Force Takes Holiday 

In order to permit the field force to 
enjoy the Christmas season, the Equit- 
able Life of Iowa gave privilege of ceas- 
ing to write business December 24th, 
requesting all agents to enjoy the holi- 
day season with their families and 
friends. The company states that its 
agency force was never in better shape, 
and that the outlook for 1919 is big and 
bright. 


»cCOoOmMm 


SHENANDOAH LIFE GAINS 


Last Year’s Business Shows Substantial 
Gain—Influenza Losses Were Not 
Excessive. 
The Shenandoah Life, of Roanoke, 
Va., paid for $2,221,963 of business in 
1918, as against $1,884,044 in 1917 
The ratio of death losses has not 
yet been computed, but an oficial of 
the company says that from January 
1 to October 10, 1918, the death losses 


were $3,000; from October 10 to No 
vember 8, the company had ten claims 
owing to influenza, amounting to $21, 


500. Since that time the company has 
had one other such loss amounting to 
» little over $4,000, so that altogether 
the company has lost about $25,000 by 
reason of the influenza. The company 
writes only non participating busine 


CONNECTICUT MUTUAL YEAR 

The Connecticut Mutuol Life reports 
that its paid for business for 1918 
showed an estimated gain of $522,000 
over 1917; the production in 1918 being 
$31,662,129 The paid for business for 
1917 amounted to $31,140,129. The death 
losses of the company for 1918 amounted 
to $5,519,036. This was 87.86 per cent 
of the expected mortality. Of this total, 
the company paid 258 claims on deaths 
from influenza in amount of $818,000 


MUTUAL BENEFIT BUSINESS 
36,169 New Policies Issued On Original 
Applications For $128,173,907 of 
Insurance in 1918 
The December, 1918, business of the 
Mutual Benefit Life showed a _ con- 
siderable increase in business over the 
corresponding month of 1917. The 
applications received numbered 3,843 
for $17,971,273 Compared with De- 
cember, 1917, this was an increase or 
955 applications for $5,739.677 
The new policies issued on 
applications in December, 
1524 for $17,591,395. Compared with 
December, 1917, this was an increase 

of 1,305 policies for $6,007,542 
Business For 1918 
For the year 1918, the Mutual Benefit 
received applications in the number of 
33,021 for insurance amounting to $144,- 
970,546. As compared with 1917, this 
was a decrease of 8,384 policies, in- 
volving insurance to the amount of 
$4,498,364. 


original 
1918 totalled 


The new policies issued on original 
applications for the year 1918 number- 
ed 36,169 for insurance in amount of 
$128,173,907. As compared with 1917, 
this showed a decrease of 8,217 policies, 
irvolving insurance to the amount of 
$5,087,307. 

The issued business of the Mutual 
Benefit includes only new policies is 
sued on original applications. It does 
not include paid up policies for re- 
duced amounts, issued in exchange for 
surrendered policies, or extensions, or 
convertible term policies exchanged 

Income Insurance. 

Income insurance issued by the Mu 
tual Benefit Life during the year 1918 
(new) totalled 1,921 policies for insur 
ance amounting to $15,073,054 Income 
insurance issued for the year 1918 
(old) totalled 2,197 policies for insur 
ance amounting to $11,919,128 Total 
policies issued numbered 4,118 for in 
surance of $26,992,182. As compared 


with 1917, this was an increase of 304 
policie involving insurance of $3,509, 
O68 


UNION CENTRAL’S BUSINESS 


Volume Fell Off Somewhat From Rec- 
ord of 1917—December Results In- 
dicate Continued Progress. 





Charles Hommeyer, assistant superin 
tendent of agents of the Union Central 
Life, makes the statement that the com- 


pany’s paid for business in 1918, ex 
clusive of revivals and additions was 
$723.500,000, as compared with $80,000.- 
090 in 1917. Speaking of the company's 
busine last vear, Mr. Hommever says: 


“We were particularly gratified with 
the large December business totaling 
$9.423.765, a gain of slightly more than 
2 000.000 1917 givine 
business of 


over December 
promise for the 


the new year.” 


nlendid 





for yourself? 


foes your Policy guarantee te do? 


the Policy. will be paid. 


fece of the Policy, will be paid 
THIRD. that in case of death 


UT THIS IS NOT ALL 





exceed 


but not to 


Is low 


sas, Michigan, 








Mr. Successful Life Insurance Agent: 
Do you want to secure a General Agency 
If so, 


WORTH KNOWING 


Suppose that you are insured in the United Live and Accident Insurance Com- 
pany of New Hampshire for $5,000 under the Company's Triple Indemnity Plan, what 


ANSWER: 


FIRST, it guarantees that in case of death 
SECOND, that in case of death from any ACCIDENT, $10,000, or DOUBLE the 


from certain SPECIFIBPD accident, $15,000, 
or THREE TIMES the face of the Policy, will be paid 

BL” The Accifent 
ruarantees that in case of total disability as a result of accidental injury 
pany will pay direct to YOU at the rate of $50 PER WEEK during such disability, 
c 52 weeks, after which the weekly indemnity will be at the rate 
of $25 PER WEEK throughout the period of disability Can 
And WHY should any man be satisfied with a policy that would do less? 


General Agents wanted in the following States: 
Ohio and the District of Columbia. 


UNITED LIFE AND ACCIDENT INSURANCE CO. 


Home Office, United Life Bldg., Concord, New Hampshire 


read this, it is 


cause $5,000, the face of 


from any 


FURTHER 
the Com- 


Disability Endorsement 


MORE? 
The cost 


insurance do 


Pennsylvania, Delaware, Kan- 
Address: 
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More Opposition 
to War Risk Bureau 


BILL BY ILLINOIS CONGRESSMAN 





Would Have Pension Bureau Admin- 
ister Compensation for Death and 
Disability 





Washington, D. C., Jan. 8.—Continued 
opposition to the Bureau of War Risk 
Insurance is manifesting itself at the 
Capitol. Congressman Charles FE, Ful- 
ler, of Illinois, has introduced a Dill 
to take from it all matters pertaining 
to compensation for death or disability 
and turn them over to the Pension 
Bureau. Mr. Fuller declares that the 
latter is far more competent to handle 
them by reason of its organization and 
previous experience. The House Com- 
mittee on Interstate and Foreign Com- 
merce has had the bill referred to it 
for its consideration and report. It 
reads as follows: 

“On and after the first day of July, 
1919, the Bureau of War Risk Insur- 
ance and the Director of said Bureau 
shall cease to have or exercise the 
jurisdiction, or any of the powers and 
duties, conferred upon such Bureau or 
the Director thereof, under an act en- 
titled ‘An Act to amend an Act en- 
titled An Act to authorize the estab- 
lishment of a Bureau of War Risk In- 
surance in the Treasury Department, 
approved September 2, 1914, and for 
other purposes,’ and all acts amenda- 
tory thereof, in so far as such juris- 
diction, power or authority, are con- 
ferred by Article Three of said Act, 
or otherwise in said Act or any amend- 
ments thereto, concerning compensa- 
tion for death or disability of officers 
or enlisted men, or members of the 
Army Nurse Corps (female), or of the 
Navy Nurse Corps (female), when em- 
ployed in the active service under the 
War Department or Navy Department 
of the United States. And on and after 
the said first day of July, 1919, all 
such jurisdiction, and all powers and 
duties, prescribed in said Act and all 
amendments thereto are hereby con- 
ferred upon the Commissioner of Pen- 
sions, so far as the same relate to the 
subject of compensation for death or 
disability: And on and after said first 
day of July, 1919, the Commissioner of 
Pensions, under the general direction 
of the Secretary of the Interior, is 
hereby vested with full authority to 
administer all the provisions of exist- 
ing law relating to the subject of com- 


pensation as embodied in said War 
Insurance Act and all amendments 
thereto, and to make all necessary 


regulation for carrying out the purposes 
thereof.” 

Section 2 provides that 

“On said first day of July, 1919, all 
papers, files and other matter relating 
to any and all claims for compensation 
under existing law then in the posses- 
sion of the Bureau of War Risk Insur- 


ATLANTIC LIFE DID WELL 


Increase in Business—Lapse 
Ratio Drops 50 Per Cent. 
in Decade 


Large 





Charles G. Taylor, Jr., vice-president 
and actuary of the Atlantic Life, Rich- 
mond, presents a report of that com- 
pany’s business last year, which reflects 
much credit upon the managers. The 
company closed the year with $10,805,- 
915 of new paid for business, which 
is an increase of more than forty per 
cent. over the paid business of 1917. 
The insurance in force will exceed $44,- 
000,000. 

A splendid slant upon the company’s 
progress can be obtained by a compari- 
son with the statement of ten years 
ago. The income for 1918 will be ap- 
proximately eight times the income for 
the year 1908. The income for the 
month of December will almost equal 
the income for the entire year of 1908. 
The new paid for business of 1918 is 
50 per cent. greater than the total vol- 
ume of insurance in force December 31, 
1808. 

The company’s plans for 1919 include 
the development of West Virginia, and 
a more intensive organization of the 
territory in which it is now licensed. 
The company’s agency organization is 
at its point of highest efficiency, as in- 
dicated by the lapse ratio of 1918, which 
was only six per cent. of the mean in- 
surance in force. This is a splendid 
record for a young company, a reduc- 
tion in lapse ratio of nearly 50 per 
cent. in ten years. 

HAMMOND WITH TRAVELERS 
Actuary of the Insurance Department 

of Connecticut for Move than 


Ten Years. 





The Travelers Insurance Company 
has called to membership in its official 
femily H. Pearson Hammond, for more 
than ten years actuary of the Insurance 
Department of the State of Connecticut. 

Mr. Hammond will take up his new dut- 
ary of the life insurance department of 
the Travelers. 


Mr. Hammond will take up his new 
duties as soon as his place in the In- 
surance Department is filled which will 
probably be about February 1. Mr. Ham- 
mond is not appointed to the Travelers 
post to fill a vacancy, the place for which, 
he has been chosen being a newly cre- 
ated one. 


ance, shall be transferred to the Bureau 
of Pensions: And the Commissioner 
of Pensions shall thereafter under the 
general direction of the Secretary of 
the Interior, have and exercise the 
same powers and duties in relation 
thereto, and to all future claims, as may 
now, or heretofore have been exercised 
by the Director of the Bureau of War 
Risk Insurance,” 


WHITLOCK CORDAGE CO. GROUP 





Travelers Insurance Company Writes 
Policy Covering All Employees— 
Amounts $500 to $1000 





A group life insurance policy was re- 
cently consummated by the Travelers In- 
surance Company of Hartford, covering 
the employees of the Whitlock Cor- 
dage Company, whose office is located 
at 46 South Street, New York, and 
factory and warehouses at Jersey City, 
New Jersey. 

The amount of insurance on each in- 
dividual increases with the length of 
service. Those employed six months, 
$500; one year, $600; two years, $700; 
three years, $800; four years, $900, up 
to five years, $1000. 

Those now employed who have been 
with the company less than six months 
and those who may be employed from 
now on will automatically be insured 
when they have completed six months’ 
service. The entire cost of the insur- 
ance will be paid by the company. 





SECURITY MUTUAL GAIN 

The Security Mutual Life of Bing- 
hamton, reports that in many depart- 
ments of the company’s activities 
there were steady gains during 1918. 
There was an increase in insurance in 
force in November of $225,000, and in 
eleven months nearly $1,700,000, which 
is $2,500,000 more than the company 
had on December 1, 1917. In Novem- 
ber the company made a gain of $100,- 
600 in new production, and in Decem- 
ber they state that there will be a gain 
of more than 40% over December, 1917. 


SHENANDOAH LIFE MANAGER 

Beginning January 1, Gaylord David- 
son, of Springfield, Illinois, took up the 
duties of manager of agencies for the 
Shenandoah Life of Roanoke, Va. Mr. 
Davidson was formerly with the Union 
Central Life of Cincinnati. 


JOHN HANCOCK IN 1918 





Total of $105,000,000 Registers a Gain 
of $21,000,000 For the 





Year. 
The John Hancock Mutual Life of 
Boston continued merrily on its way 


during 1918, when the business produced 
amounted to more than $105,000,000. Of 
this amount $92,250,000 was represented 
in regular ordinary insurance, and $12,- 
500,000 represented in the Accumulated 
Fund. 

The year closed giving the company 
a net gain of insurance in force of more 
than $21,000,000. 


CONSERVATIVE LIFE’S RECORD 


A. 5S. Burkart, vice-president and gen 
eral manager of the Conservative Life 
of America, South Bend, Indiana, says 
that his company closed 1918 with prac- 
tically the same amount of business 
written as in 1917. The increase of in- 
surance in force: was approximately 
$1,250,000. Mr. Burkart looks forward 
to 1919 as the most prosperous year in 
the history of life insurance, and be- 
lieves that his company will double the 
net increase made in 1918. His or- 
ganization is bigger and better than 
ever before in the company’s history, 
and he therefore is confident that the 
Conservative Life can make a wonder 
ful record in 1919. 





IDAHO STATE LIFE’S FIGURES 


The Idaho State Life 3oise, has 
conservatively estimated its new paid 
for business in 1918 at $5,180,000. In 
1917 this item was $6,755,000 actual fi- 
gures. Life insurance in effect is es- 
timated at $15,275,000, which is a gain 
of more than $1,000,000. Total assets 
have passed the $1,000,000 mark and 
show a gain of over $200,000 in the year. 





NIAGARA LIFE BUILDING 














Mohawk Cor. Franklin Street, Buffalo, N. Y. 


The Combined 


Life, Sickness 
and Accident 


policies, sold only by the 


Niagara Life Insurance Co. 


(WILLIAM H. CROSBY, President) 


Protects the insured and his 
dependents. 


Live wire reliable agents may 
obtain very favorable 
contracts 





Communicate with 
E. H. BURKE 
Vice-Pres’t & Gen’l Manager 
BUFFALO, N. Y. 











Missouri State Life Policies Rich In Selling Points 











Facts— 





Over $156,000,000 of Insurance in Force 

Over $27,000,000 of New Insurance Gained in 1917 
Average Interest Rate Earned in 1917 6.6% 

Policy Contracts New and Attractive 
Non-Participating Policies 

Participating After End of Premium Paying Period 
Operating in 38 States, and the Territory of Hawaii 


ssouri State Life Insurance Company 


Fastest Growing Life Insurance Company in America 
Home Office, St. Louis, Missouri 

















Great Southern Life 


* AMARILLO 

Din n, 
THE DALLA 
BIG Fi.worth } 
TEXAS GREAT 


TEX ARKANAe 


INSURANLE 
BEAUMONT» 
SAN ANTDNIOe 
eDEL RIL 











HOUSTON, TEXAS 


For Agency Contracts address 


Insurance Company 


0. S. CARLTON 


PRESIDENT 
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TAYLOR AGENCY MAKES GOOD 


Set Out to Write $2,750,000 in 1918— 
Exceeded Mark By 
$500,000 





Making records seems to be in the 

air. This time The Eastern Under- 
writer hears from C. B. & H. M. Taylor, 
agents of the Northwestern 
Life, for the state of West 
Virginia, and Belmont and Jefferson 
Counties, Ohio, with headquarters at 
Wheeling, West Virginia. The Messrs. 
Taylor, in a letter to their agency force 
say: 
“When we announced on January 1, 
1918, that we had set $2,750,000 as our 
goal for the year it must have seemed 
to all of you but the expression of 
an incredible ambiticn. But the ease 
with which we actually passed that 
mark would indicate ihat, like the 
young giant who does not know his 
strength, our splendid organization has 
no real conception of its producing ca- 
pacity. Our total written work for the 
year was approximately $3,250,000, an in- 
crease over 1917 of $864,400. Our total 
paid for business was $2,789,700, an 
increase of $730,000 over 1917. 

“The written business for the month 
of December was $561,400 and the paid 
for business was $603,709, which is the 
month in the history of this 
Agency, and an increase of 


general 
Mutual 


largest 
General 


$445,000 over December 1917. 

“Our loyal and earnest co-worker, 
Paul M. Smith, of the Charleston 
Agency, has just returned from mili- 
tary service and will this week re- 
establish himself in his office in the 


Capital City. As a mark of our appre- 
ciation of the work done by Mr. Smith 
in the past and what we know he will 
do in the future and also for the pur- 
pose of celebrating the Victory which 
this agency has won during the past 
year we will, on March 7 and 8 hold 
our annual agency meeting in the City 
of Charleston, and it will be known as 
the Victory Meeting. On this occasion we 
will have representation from the Home 
Office made up of its best talent.” 





“MULTIFORM” POLICY 





International Life of St. Louis Places 
In Agent’s Hands New Contract 
That is Different. 

In announcing to its agency force 
new policies for 1919, the International 

Life says: 

“All the policies now on the market 
will be strengthened by last minute re- 
finements, and a brand new policy con- 
tract is about to be introduced to the 
agency organization, which is calcu 
lated to increase every agent’s produc- 
tion on the whole from 10 to 25 per 
cent. The new contract will be styled 
‘Multiform’ policy. Full announce- 
ment descriptive of this policy will be 
made later. In the mean time we give 
you the hint. 

“At age 35, the ‘Multiform’ policy 
will be placed at half the standard 
twenty payment life participating rate, 
to apply for the first five years of the 
policy. At the end of the fifth ‘year, 
the insurance will be maintained by 
the policyholder, depositing fifteen an- 
nual premiums at the rate for his 
age at entry, that is 35, when the policy 
will be paid up for life with full values 
and henefits. 

; “The policyholder will have the richt 
if he prefers at the end of the fifth 
year to maintain the insurance on the 


ordinary life plan with the premium 
at age of 35. The policy will partici- 
pate. It will contain the disability and 
dismemberment clauses, and will pro- 
vide double indemnity for death by 
travel accident, and also the standard 
wife-beneficiary provision.’ 

“The ‘Multiform’ policy will have no 
logical place in underwriting circles for 
a term policy. It is placed at premium 
rates more or less suggestive of term 
rates, but the contract bears no re- 
semblance whatever to term insurance. 
It is an ordinary life or a twenty pay- 
ment life pdlicy, in which the first 
five premiums are greatly reduced, and 
it maintains itself beyond the fifth year 
without medical re-examination. It sup 
plants the practice of selling a man a 
term policy, in the hope of going back. 
to him two or three years later to re- 
place it with an ordinary or twenty 
payment life contract.” 





WITH COLUMBIAN NATIONAL 





H. M. Kimberland Appainted Manager 
For Eastern Pennsylvania and 
Part of New Jersey. 





H. M. Kimberland has been appointed 
manager for the Columbian National 
Life for the eastern half of the state 
of Pennsylvania and the counties in 
New Jersey, adjacent to Philadelphia. 
He will have his headquarters in the 
Morris Building, Philadelphia. 

While Mr. Kimberland is a native of 
West Virginia, he spent his childhood 
in Philadelphia. He attended Scio and 
Mt. Union Colleges cif Ohio, and Ohio 
Wesleyan University. On leaving the 
University he entered the life insurance 
field and has made insurance his pro- 
fession during the entire period of his 
business career. 

Mr. Kimberland began his business 
career with the Northwestern Mutual, 
his field of operations being Pittsburgh 
and Western Pennsylvania, where he 
continued five years. From there he 
was elected to the Superintendency of 
Agencies of the Southern States Life, 
(now George Washington Life) of 
Charleston, West Va. After serving in 
that capacity for two years he was 
appointed genera] manager of the Un 
ion Central Life for West Virginia, 
which field he developed, and for elev- 
en years it has ranked as one of the 
company’s major agencies. 

Mr. Kimberland has served from time 
to time as a delegate and on the ncm- 
inating committee of the National As- 
sociation of Life Underwriters and as a 
member of the executive committee. He 
is a charter member of the West Virgin- 
ia Life Insurance Underwriters. He has 
many important interests in his native 
city and state. He is a director and 
stockholder of two af the largest bank- 
ing institutions of Wheeling, West Va., 
and a director in the Graham Coal 
Company, of Charleston. 

He is a member of the University 
Club, Fort Henry Club, Wheeling Coun- 
try Club, Wheeling Saddle Club and 
Phi Kappa Psi Fraternity. 

MARSHALL MAKES CLUB 

R. S. Marshall, general agent of the 
Missouri State Life at the National 
Capital, in little more than three months, 
qualified for the $100,000 club of that 
company. Mr. Marshall is an enthusi- 
astic worker, and will no doubt be 
found well up among the leaders of his 
company for 1919. 














Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE CO. 


By the State of Texas, June 28, 1915 


ca ip a that this Company was organized without any promotion expenses.” 
“The an report further that I find the Company in excellent financial condition.” 

; olume of its business has steadily increased, its surplus is growing rapidly and 
its funds are being carefully conserved under expert supervision.” 


Home Office, DALLAS, TEXAS 
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THE TRAVELERS 


INSURANCE ey INDEMNITY 
COMPANY COMPANY 


HARTFORD, CONNECTICUT 


WRITE THE GREATEST VOLUME OF 


GUARANTEED LOW COST LIFE INSURANCE 
AND 
CASUALTY INSURANCE 
THE OPPORTUNITY TO SUPPLY THESE INSURANCE 


NEEDS GUARANTEES AGENTS THE BROADEST 
FIELD AND THE LARGEST INCOME. 








15,000 PEOPLE 


Wrote to us last year, in answer to our advertising, for an illus- 
tration of the Fidelity “Income for Life.” This DIRECT LEAD 
SERVICE helped to make 1917 the best year in Fidelity’s history. 
AGENCY OPENINGS FOR THE RIGHT MEN. 
Write to-day 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 


Walter LeMar Talbot, 
President 


Insurance in force over 
$142,000,000 








Security Mutual Life Insurance Company 


Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 








Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA 











A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 
ests of all members. 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
3% reserve 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 











G. A. Rudolph, sup 


Getting Results erintendent for 
From a Straight The Prudential at 
Canvass Plainfield, New 
Jersey, has this to 


say on the best way to realize results 
on a straight canvass: 

Straight canvassing is the artery 
through which our business was built 
up to its present proportions, and it 
is a prime necessity to keep the debit 
ever growing. 

As an acorn grows into a mighty oak 
so the little five-cent application writ- 
ten on a canvass often grows into the 
big premium, and it has been the nu-~ 
cleous around which some of our pres 
ent size debits have been ‘built. 

Straight canvassing not only pays fi 
nancially but develops the best that is 
in a man, making him more resourceful, 
quick-witted and persistent. It not only 
brings to the surface dormant qualities 
that he little suspected that he pos- 
sessed but atfords ample opportunity 
for their free and full expression. 

A good saleman always makes use 
of the Company’s literature, and The 
Prudential quarterly is the agent’s “best 
bet” on a canvass. It is a good door 
opener, is an attractive booklet and is 
always welcome in every home. In pre- 
senting the quarterly, attention should 
always be drawn to the long list clf 
claims paid, particularly to those in the 
town or neighborhood in which he is 
working. It has a psychological effect 
and makes easier the writing of an ap 
plication, bringing to attention the vi 
tal need of protection. 

Too much effort has been spent in try- 
ing to write insurance on the women 
of the house, instead of on the bread- 


winners; due, no doubt, to the fact 
that they are easier to approach 
and no night calls are necessary. 


There is a big undeveloped field here 
for the shrewd, wideawake man who 
is willing to make night calls that he 
may get in touch with the head of the 
house. This is the ‘business that stays 
and consequently pays. 

Quantity is always desirable, but nev- 
er at the sacrifice of quality. No ap 
plication should ever be written on ap- 
proval, and there should be no haste in 
completing the necessary papers. All 
questions should be asked and the an- 
swers written down in the presence of 
the applicant, no matter how unimport- 
ant they may seem. It creates a whole- 
some effect and is good business. Many 
lapse registers bear mute testimony to 
the folly of haste, with its certain re 
sult of the cancellation of half sold pol- 
icies which, had the prospects been can 
vassed with the idea of selling them the 
policy that best suited their needs, 
would, no doubt, have remained pers 
manently on the books. 

Always collect well on new business. 
This is an important matter, as it aids 
materially in placing and putting the 
business on a sound foundation at the 
very start. 

To get the best results from a can- 
vass, a man. must, first of all, make a 
good impression. He must be neat and 
sensibly dressed. Many an interview 
has been denied and an application 
lost because of slovenly appearance. He 
must have confidence in himself and 
must be prepared to present his argu 
ment in an attractive form, a form 
which will hold the attention and in- 
terest of the party being canvassed. 
Most successful men close business on 
their first interview. .A few houses well 
canvassed bring better results than a 
row of houses indifferently canvassed. 

It is a mistake to hurry. One should 


take his time and get results, and nor 





allow himself to be discouraged by a 
tew disappointments and rebuffs. 

Some of the best paying gold mines 
were abandoned as worthless by dis- 
couraged and disheartened prospectors 
who, had they continued a little while 
longer, would have been amply repaid 
by striking it rich. 

e+e 

Agents who find 


How Some themselves going 


Life Agents stale should 
Become Narrowed change their me- 
thods and_ the 


classes of prospects they approach, says 
the Manhattan Life, advising its men 
not to get into a rut: 

It is the easiest thing in the world 
for a life insurance agent to get into a 
rut. Some of the best producers in the 
world have found this out in time to 
shake themselves and start anew on 
another tack. Sometimes it is the 
agent’s own fault but quite frequently 
it seems purely force of circumstances 
In any event the problem is to get 
out of it quickly before it is too late. 

Experienced managers have often 
been heard to say that they could nev- 
er quite understand how some of the 
best men in their agency had, after a 
term of ‘years, gone stale. From being 
a big writer their monthly production 
bad gradually dwindled until it was 
on a par with the most inexperienced 
man in the agency. 

Sometimes a decline in  phvsical 
health is responsible for such conditions 
and in other cases it is a mental break4 
down of some character which only a 
rest and a change of scene can rem- 
edy. <A change of work will some- 
times have the desired effect. In other 
words an agent may- have followed too 
long a certain class of prospects or 
have been selling a policy ‘which is a 
favorite of his to the exclusion of all 
other kinds. He has thus become nar- 
rowed, and instead of finding himself 
a specialist, discovers that he cannot 
sell anything unless it is his pet form 

The only reason that companies take 
so much pains from time to time to get 
up new ideas in policy forms, is to 
furnish a new talking point, or a new 
method of approach to the men in the 

















Metropolitan Life Insurance Company 
Home Office Building 


METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 


It is first in the world in amount of 
insurance in force. . ..$3,936,181,898 
It is greater than any other company 
in America in the number of its 


IN oi ois caiets ar emnbaicinie ee 18,262,933 
It stood first in the world in amount 
of insurance placed in 1917 
scala ato seawiecalsasats lade taubisiss sae $791,060,002 
It stood first in the world in gain 
in insurance in force in 1917 
ee eT Oe ee $453,749,902 
It stood first in the world in gain in 
income in 1917....... $40,648,595.67 


WAR SAVINGS STAMPS 


The Company, through its more t 
agents, sold $65,000,000 worth of Wer Sane 
Stamps between February first and Septem- 
ber first, 1918, and expects to sell a total 
of at least $100,000,000 during the year. 


JOHN R. HEGEMAN, President 








field. No class of salesmen sell the year 
round the same class of goods, that is 
unless it is a specialized line. 

In a kind of salesmanship like insur- 
ance, there is more need for variety 
than in any other business, for it has 
frequently been proved a fact that an 
agent when he receives a new form of 
policy, starts out with new energy and 
often manages to sell old prospects who 


were never attracted by his previous 
efforts. 
While the agent may believe, fre 


quently, that it was the better form of 
policy which made the sale possible, in 
the last analysis, it was more likely to 
have been a change in the agent him 


self. He sold himself first, then the 
(prospect. 
* ¢ * 
What the personal 
Featuring touch means is de- 


seribed in The Organ- 

Business Ethics izer, the house or- 

gan of the Mutual 

Life’s million-or-more-a-month agency 
of Darby A. Day, Chicago. 

Personal touch is what counts. Ev- 

ery man has a certain personality that 


Personality in 








and size are impressive. 


out of first-time customers. 





What An Agent Wants 


A Company whose name, everywhere a household word, 
is his best introduction. Prestige is a door-opener, and age 


Policies that are unexcelled. 
and safety that need no demonstration. 
vice to policyholders—the thing that makes solid patrons 


The Oldest Company in America! Come with it and you 
will stay with it and it will stay with you. 


For terms to producing agents address 


The Mutual Life Insurance Company 
of New York 


34 NASSAU STREET, NEW YORK CITY 


Big dividends. Stren, 1 
Unsurpassed ser- 




















shines out and illuminates those with 
whom he comes in direct contact. It is 
this personality which wings for him his 
advancement in business or in society. 
This personality cannot be conveyed by 
correspondence. For this reason suc- 
cessful business houses employ travel- 
ing salesmen, and it is for this reason 
that insurance companies have so many 
representatives located in every part of 
the country. 

The same argument, if used by the 
salesman or agent in personal contact 
with a patron, will impress far more 
deeply than if used by mail. Personal 
contact is a stimulant to desire for bet 
ler acquaintance. It warms natural sen- 
timent. It creates friendship. It brings 
our dormant ambition to help one’s self 
by helping the other fellow. No man 
13 possessed oif a nature so cold that 
i> will not respond, in at least a small 
measure, to the strong appeal of the 
#00d points in another man’s person- 
ality. 

The public, although perhaps unre- 
sponsive to the presentation of printed 
claims for superiority and quality of 
service or of merchandise, will warm 
up and become interested and finally 
yield to the same claims if made by per- 
sonal contact. It is due to the appeal of 
personal touch that the big business 
houses and the great insurance com- 
panies have been built up to such im- 
mense proportions. 

Play up your personality. Make it a 
feature of your business ethics. It is 
your biggest asset and it is the one 
that makes the deepest impression. 





BEST IN COMPANY’S HISTORY 





State Mutual Life, Worcester, Did 
Large Business—Present Dividend 
Scale Maintained 





Stephen Ireland, superintendent of 
agencies of the State Mutual Life, Wor- 
cester, Mass., says that the year just 
closed was the best in the company’s 
history on both the written and paid for 
basis. On the written basis is made a 
gain of over one million four hundred 
thousand and on the paid for basis a 
gain of about three hundred fifty thous 
and. 

In June, July, August, 
October, November and December @ 
larger volume of business was pro- 
duced than in the same months of any 
previous year. 

There will be no change in the 1919 
dividend scale, 


September, 
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23 DAYS—$83,400—W. S. S- 





Contest Staged by Travelers in City 
of Hartford Unearthed New Selling 
Talent in Organization 


Field men of the Travelers may well 
jook to their laurels, for the home- 
office force has just shown its mettle 
by turning itself into a sales-force and 
selling $83,400 worth of War Savings 


Stamps, in the three weeks before 
Christmas. 
This was in response to an appeal 


from the State of Connecticut to help 
with its quota, and the immediate in- 
centive was the offering of $700 in 
prizes by the Travelers. The contest 
was open to all the three thousand em- 
ployes of the Travelers in the city of 
Hartford. 

Sales managers were appointed in 
the different departments and it was 
their duty to see that as many persons 
possible took part. The record 
that 1,349 people sold stamps 
and that 529 qualified as “Travelers 
Aces” by selling $10 worth or more. 
Not one of the persons who took part 
was a professional salesman. 

The first prize of $200 went to Wil- 
bur S. Sherwood, but the second and 
third prizes of $100 and $75 were cap- 
tured by girls, Miss Uvtendale W. 
Hall and Miss Helen P. Hafey. There 
were seventeen other prizes. 


as 
shows 


EMERY & MARSHALL CO. GROUP 
Stitchers and Office Employees of Hav- 
erhill, Mass-, Company Insured 
in Aetna Life 


The Aetna Life Insurance Company 
of Hartford has affected a group life 
insurance policy on the employees of 
Emery & Marshall Company of Haver- 
hill, Mass. The details of the contract 
provide that anyone in continuous eim- 
ployment from three months up _ to 
one year is given a fully paid up policy, 
starting from $500, and increasing every 
year up to $1000. 

This insurance is provided without 
any medical examination, or any ex- 
pense on the part of the employee. 
The employees are covered as long as 
they are in the company’s service. 





PROCEEDINGS PUBLISHED 

Association of Life Insurance Presi- 

dents Delivering Volumes Covering 
Twelfth Annual Meeting 





The printed proceedings of the 
Twelfth Annual Meeting of the Associ- 
ation of Life Insurance Presidents, 
held in New York on December fifth 
and sixth, were issued on Tuesday, De- 
cember thirty-first, and are now being 
mailed. The volume, which contains 
about one hundred and sixty pages, re- 
produces the formal addresses present- 
ed at the meeting as well as the other 
transactions. 

Accompanying the proceedings is a 
catalogue of the various publications 
which have been issued or distributed 
by the Association from time to time. 
numbering 155. These are classified in 
the following groups: General Pamph- 
lets, 5; Group Insurance, 3; Health 
and Vital Statistics, 20 Investments, 
$0; Liaw and Legislation, 25; Taxation, 
«9; War, 16; Miscellaneous, 21. 


WITHERELL & DOBBINS GROUP 





Aetna Life Issues Policy Covering All 
Employees of Haverhill, Mass., 
Shoe Concern. 


Employes of all departments of the 
Witherell & Dobbins shoe factory at 
Haverhill, Mass., are the recipients of a 
New Year's gift from the company of 
a life insurance policy with the Aetna 
Life Insurance Co. The policy is one of 
straight life insurance and is given to 
rrotect families upon sudden death and 
in appreciation of the loyalty and co-op- 
eration of the workers. 

The policy cannot be assigned or 
transferred and is given at no expense 
to the employe. It insures against death 
regardless of cause or place of death 
while in service of the company. Pro- 
vided an employe leaves his position 
his policy is cancelled unless it is for 
reasons of sickness. 

Insurance certificates will be issued 
soon, according to the time of service, 
which will work out as by the following 
schedule: 

For three months but less than one 
year of continuous service, $500; for 
ene year but less than two vears of con- 
tinuous service, $600; for two years but 
less than three vears of continuous ser 
vice, $700; for three years but less than 
four years of continuous service, $800; 
for four years but less than five years 


of continuous service $900 for five 
vears or more of continuous service, 
$1,000. 


LOYAL SERVICE REWARDED 
American Writing Paper Company 
Gives 3,000 Employees Life 
Insurance Policies 
More than 3,000 employees of the 
American Writing Paper Company of 
Holyoke, Mass., participate in a group 
life insurance policy, issued by the 
Metropolitan Life and presented toe 
them as a recognition of loyal service. 
In making the announcement, Presi- 
dent George A. Galliver, of the Amer- 

ican Writing Paper Company said: 

“You are to name your own bene- 
ficiary, and a certificate will he issued 
stating that should you die while in the 
employ of the company, your family or 
the beneficiary you name, will receive 
about the amount of ‘your wages or 
salary regularly for twenty-six weeks 
after your death, up to a total limit, 
ranging from $500 to $3,000. Mill em- 
ployees under 60 years of age who may 
become permanently disabled, will also 
be provided for. This insurance is free 
of any cost to you, and arranged wit, 
out your having to undergo the usual 
medical examination.” 

Fourth Vice-President James E. Kav- 
anagh, and Medical Director Dr. A. S. 
Knight, of the Metropolitan Life, were 
in Holyoke at the time of the presenta- 
tion. Mr. Kavanagh explained the 
group insurance plan, and Dr. Knight 
told of the .visiting nurse service re- 
ceived by all policyholders of the com- 
pany, and to which the employees of 
the American Writing Paper Company 
will be entitled, under the group insur- 
ance policy. The total amount of in- 
surance involved in this group is about 
$4,000,000. 





W. J. WILLIAMS, President 
The Largest Industrial Company 
West of the Alleghenies 


Insurance 

Dec. 31—1888........ a Amie . 839,01 
eee 274,290 6,619,653 

ae 2,916,339 39,503,485 

eR kesvveus 14,008,422 115,099,897 





| THE WESTERN AND SOUTHERN LIFE INS. CO, 


Organized 1888 


A Record of Thirty Years of Progress 
TEN-YEAR PERIODS 


CINCINNATI, OHIO 
Also Issues All Standard Forms 
of Ordinary $500 to $10,000 


Policies 

Income Issued 

EE Sia cuisnwasseeaee $ 1,744,102 387,702 
ET Scciruranenvons 10,551, 1,139,235 
EE cade wievenecnee 31,845,050 1,961,674 














Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
: OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 
CONDITION ON DECEMBER 331, 1917: 






Assets . 
ihdeeecannenusvauecoussesbeeeesbeséacnsount Batereeseeesesesteseseesecessess § 16,560,439.04 
Liapiiites pRLSStss Mn LeNSSEDRRMRSRNE USES EES eEEEEEE CEN necbuNwssdSaUbesevensucdoka 14,343,626.28 
i ie Mid cvn rcibicenicamnabahieserssoacessan Gaeeavensseniseneaniins 2,216,812.76 
NE Oe nkciarih bast test coaclaveheksctttco cic 131,790,562.00 
Payments to Policyholders since ts sc ae cl i 19,612,616.08 
Is paying its Policyholders DG viihirntwikeGhaceednadasdeccmensducscdl 1,500,000.00 annually 


GOOD TERRITORY FOR LIVE AGENTS 














PENNSYLVANIA OPPORTUNITY 


If you are interested in making @ permanent connection with an old well estab- 
lished company with a Progressive management and an unequalled dividend record, 
it will be to your interest to investigate our proposition. 

Address, PERMANENT, 
Care of The Eastern Underwriter, 105 William Street, New York City 

















Pan-American Life Insurance Company 


NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 


Capital. ..:... .$1,000,000.00 


OUR 1916 STATEMENT SHOWS 


Insurance in force........... (over).... $42,400,000 
Ere o - (OVeEr).... 5,600,000 
New Insurance paid for........ seseeses 10,000,000 


The High Scores in the Life Insurance Profession are won by Trained 
Men. We will train you in the Profession and locate you in Productive 
Territory either North or South. Your Opportunity is Here. 


Further information on request. Address: 
E. G. SIMMONS, Vice-President and General Manager 
Whitney Central Bank Building 
NEW ORLEANS, U. S. A. 








These are some of the advantages enjoyed by 
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QUITABLKE 


Mutual in Principle and Practice 


U 


Q 
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Impregnable in Strength 
Enterprising, Conservative Management 
Comprehensive, Adaptable Policies 


Low Mortality Rate 


Prompt Payment of Death Claims ] 





Efficient Service to Policyholders 


z 


Training and Education for Agents 


A satisfied constituency gained by Fifty- 
eight years of public service 





representatives os 
THE EQUITABLE LIFE ASSURANCE SOCIETY 
of the United States 


For agency openings address: 
W. E. Taylor, Second Vice-President 
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November 11th, 1918, 
On the very day the Armistice was declared 


THE PROVIDENT LIFE and TRUST COMPANY 
of PHILADELPHIA 


Removed all War Restrictions from its Outstanding Policies 
and Discontinued the use of a War Rider on New Policies. 


Extra War Premiums will be Returned, and if regular 
premium has been paid, War Claims will be paid in full. 








N. W. Cor. 4th and Chestnut Sts. 

















Taxing the Proceeds of 
Life Insurance Policies 
By Preble Tucker 
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In the last week of December the 
United States Senate amended the War 
Revenue Bill passed by the House of 
Representatives last September, and 
the bill is now back in the House for 
action. These amendments are so ex- 
tensive that they practically constitute 
a new bill. This is especially true as 
to the provisions dealing with the Ks- 
tate Tax. 

Title IV. of the House Bill entitled 
“Estate Tax” has been entirely stricken 
out and a new title entitled “Inheri- 
tunce Tax” has been substituted. The 
fundamental difference between the two 
will be found in the basis of taxation. 
The House Bill, as in the existing law, 
made the value of the entire estate of 
the decedent the amount upon which 
the rates of taxation were to be com 
puted; whereas the Senate amendment 
makes the value of each beneficial 
interest in such estate the basis of com- 
putation; In this respect it follows 
the methods prescribed by most of the 
State Inheritance Tax laws. 


Varies from Original Bill. 

The original House Bill imposed an 
inheritance tax on the amount receiv- 
able by the executor as insurance under 
policies taken out by the decedent upon 
his own life and also on any amount of 
insurance taken out by such decedent 
on his own life in excess of $40,000 re- 
ceivable ‘by all other beneficiaries. The 
tax was to be paid by the executive and 
collected from the insurance benefici- 
aries 

When the Finance Committee of the 
Senate amended the House Bill so as 
to change the basis of computing the In- 
heritance Tax, it provided that the 
tax should apply to the transfer of pro 
ceeds of life insurance policies receiv- 
able by any beneficiary other than the 
executor in excess of $25,000. 

Realizing that under the provision of 
the House Bill, compelling the executor 
of decedent’s estate to pay the tax 


imposed on the transfer of property of 
which he had no possession or control 
and authorizing him to reimburse him- 
self by collecting such tax from the 
beneficiary, was of dubious practicality 
the Senate Committee amendment pro- 
vided substantially that the Insurance 
Company should be liable to the ex- 
ecutor for such tax, which the Company 
was authorized to deduct from proceeds 
of policy; there was a further provision 
that with the approval of the Secretary 
of the Treasury the executor would be 
relieved of the obligation to pay the 
tax through the payment of the same 
by the Insurance Company directly to 
the Collector of Internal Revenue. 

In the absence of any provision to 
the contrary, the tax sought to be 
imposed to apply to the proceeds of 
all policies of life insurance in excess 
of $25,000 payable to beneficiaries oth- 
er than decedent’s estate, whether or 
not such policies had been issued prior 
to the passage of the law. The question 
therefore arose as to whether the pow- 
er granted the Insurance Company to 
deduct such tax from the proceeds of a 
policy issued before the enactment of 
the law and maturing at the death of 
the decedent, was not in clear viola- 
tion of the constitutional inhibition as 
to expost facto laws. 


Not Transfer Property. 

It must be borne in mind that the 
transfer of the proceeds of an insur- 
ance policy by an Insurance Company 
to the beneficiary named therein is not 
a transfer of property belonging to the 
decedent. The payment is made by the 
Insurance Company in accordance with 
the terms of a contract between the 
Company, party of the first part, the 
beneficiary, party of the second part 
and the insured, party of the third nart 
The death of the insured merely fixes 
the time when the terms of the con- 
tract must be complied with by the par 
tv of the first part. There is a real and 











INSURANCE com 


THE MOST VALUABLE POLICY FOR YOU | 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 











WILLIAM N. COMPTON, General Agent 
Metropolitan District 
St. Paul Bldg., 220 Broadway, New York, N. Y. 














vital distinction between this kind of 
a contract and a transfer by the de 
cedent, without fair consideration, of 
property belonging to him, intended to 
take effect in possession upon his death. 

In the latter case the actual taking 
of possession by the transfereé is mere- 
ly deferred until the death of the owner. 
The distinction between a payment of 
money under a policy of insurance and 
a transfer of decedent’s property in con- 
templation of death is equally clear. 
This distinction in both cases is based 
on the fact that the ownership of no 
part of the property transferred under 
the insurance policy ever vested in the 
decedent; on the contrary the insurance 
company having obligated itself to pay 
a designated person, upon the happen- 
ing of a certain event, a fixed sum of 
money, pays such sum out of its own 
funds, and cannot reduce such sum 
when it becomes due without violating 
the terms of its contract. Such being 
the case, is a law compelling the Com 
pany to such violation of its contract 
constitutionally valid? 

There is still another constitutional 
angle from which to view this question. 
Assuming, for the sake of argument, 
that the provision authorizing the de- 
duction of the tax from the amount re- 
ceivable by a beneficiary under a life 
insurance policy did not violate the 
constitutional provision as to expost 
facto laws, was it not in effect a direct 
tax on property belonging to the bene 
ficiary contrary to the prohibition of 
Section 9 of the United States Consti 
tution? Prior to the adoption of the 
Income Tax amendment to the Consti- 
tution, Congress attempted under the 
guise of an income tax, to impose a 
tax on the transferee of property. 

A maioritv of the United States Su 
preme Court held that such a tax was 
in the nature of a direct tax on propera 
ty in violation of the Constitutional 
vrohibition. In 1916 in a decision of the 
Supreme Court it was declared that tax- 
ation on income was in the nature of an 
excise. 

Feared Withholding to Cover Tax 

Aside, however. from the Constitn- 
tional questions involved, there was 
strong reasdn to fear that the proposed 
provision would result in the withhold. 
ing by the insurance comnanies of the 
payment of policy proe2eds in excess of 


$25,000, until the amount of tax to be 
deducted would be ascertained. This 
would be due to the fact that, under 
the language of the’ provision the 
amount of this tax depended upon the 
amount of beneficial interests the payee 
might have in decedent’s estate in ad- 
dition to the beneficial interest under 
an insurance policy. Considerable time 
therefore, was bound to elapse before 
the correct amount could be arrived at. 

The law aliows a year after the death 
of the decedent within which to pay 
the tax, and it was quite conceivable 
that owing to delays in the appoint- 
ment of the administrator or executor 
and the appraisal of the various items 
of the decedent’s estate, many months 
might elepse before the exact amaunt 
of the tix upon any given beneficial 
interest sould be ascertained. It was 
obvious ‘hat until this amount was 
fixed. tne proportion which must be 
contributed from the insurance pro, 
ceeds must remain unknown, and since 
the Insurance Company was made liable 
for this proportidn and was expected to 
deduct it from the policy proceeds be- 
fore paying over same to beneficiary. 
it followed that no insurance company 
would feel justified in settling claims 
before the amount of the tax updn the 
ertire beneficial interest had been as- 
sessed. This was a very real and prac- 
tical objection to the proposed law as 
it stood. 

It was apparently not the intention of 
the framers of the law that the burden 
of this transfer tax should fall qn the 
Life Insurance Companies, but should 
the Courts hold that the provision an- 
thorizing such Companies to deduct it 
from policy proceeds was invalid, such 
undoubtedly would have ‘been the re 
sult. In the case of mutual life insur 
ance companies, or companies issuing 
participating life insurance, this burden 
would ultimately have been borne by 
the participating policy-holders. 

Such being the case when the amend- 
ments reported by the Senate Finance 
Committee were passed on by the Sen- 
ate, the latler very properly struck out 
the provision making the Insurance 
Company liable for the collection of 
such tax. 

Was Tax on Beneficiary 


Another objection to the proposal 
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in which to insure. 
every one of our representatives. 
that record is in their work. 





NONE IN SERVICE 


_ Long established and thoroughly modern, providing perfect protec- 
tion for a net cost which is notably low, and rendering service which is 
unexcelled, the Massachusetts Mutual stands out 
Sixty-seven years of square dealing are back of 
They will tell you how great an asset 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 





as an ideal company 



















54 Millions from 42 Agencies 


38 Millions Increase in Insurance in Force 





The 1917 Record of Efficient Service | 
by our Competent Agency Force 


New England Mutual Life Insurance Co. 
Boston, Mass. 
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to tax insurance proceeds was found in 
the fact that it sought to impose, under 
the title of an inheritance tax, a tax 
upon the beneficiary of an insurance 
policy, irrespective of whether or not 
such beneficiary had a beneficial inter- 
est in decedent’s estate. It did not dif- 
ferentiate for example, between’ the 
beneficiary who may be a partner in 
business and have paid the premium 
on the insurance, and a child or wife 
or other heir of the decedent. Further- 
more, a beneficiary under a_ policy 
assignment for a valuable consideration 
or as collateral security for an indebt- 
edness, would seem to have been liable 
for this tax under.a strict construction 
of its language. 

In view of all these considerations 
the Senate finally concluded to elimi- 
nate from the bill all provisions seeking 
to apply the inheritance tax to the 
proceeds of life insurance policies re- 
ceivable by beneficiaries other than de- 
cedent’s executor and the bill now be- 
fore the House contains no such pro- 
visions. Whether the House will re- 
store them or adopt provisions along 
similar lines remains to be seen. 

The fact of the matter is, that any at- 
tempt to subject life insurance proceeds 
receivable by individuals to an inherti- 
tance tax is open to so many objections 
that until the Ways and Means Com- 
mittee of the House framed the Reven- 
ue Bill of last September, the sugges- 
tion was considered both impracticable 
and unwise. 

Although most of the States have 
during the past ten years, enacted ins 
heritance tax laws, none contains any 
provisions taxing insurance proceeds, 
except in cases where such proceeds 
are receivable by the estate of the de- 
cedent; in such cases, however, they 
become merged in the entire estate 
like any other property left by him and 
are taxed accordingly. 

In view of the fact that few, if any, 
of the States impose an income tax, an 
attempt on their part to tax insurance 
proceeds would be more _ justifiable 
than it is for the Federal Government. 
Under the Federal Income Tax law the 
premiums paid by a man of large 
means on his life insurance are taxed 
heavily; to impose an inheritance tax 
on the insurance itself savors of double 
taxation. 

The theory upon which inheritance 
taxes are justified is that since the de- 
cedent has accumulated a substantial 
estate during his lifetime under the pro- 
tection of the government, the latter 
has a right to impose a tax on the 
transfer thereof at his death; there is 
nothing uneconomic in such a tax; it 
in no way tends to discourage thrift. 
The same cannot be said of a tax on 
life insurance The fundamental pur- 
pose of life insurance is replacement 
of our profiteering methods. and before 
any method of taxation that tends to 
discourage this purpose’ should be 
avoided if nossible. 

The areument that the man of great 
wealth can utilize life insurance as a 


means of evading a substantial part of 
the inheritance tax unless same such 
measure is enacted into law, has no 
basis in fact. On the contrary, it is 
far more economical for him, if he can 
get the insurance, to utilize it for pay- 
ing the inheritance tax imposed on the 
estate he leaves. Most, if not all, of the 
large policies taken out in recent years 
by men of large means have been for 
the purpose of supplying the ready 
cash with which to pay the inheritance 
taxes accruing upon their death. 

The following illustration will demon- 
strate the fact: 

Let us assume that a man has a wife 
and four children and estimates his in- 
vested wealth at $10,000,000, which is 
to be distributed equally among the 
five on his death. The beneficial inter- 
est of each will be $2,000,000, on which 
the inheritance tax, at the rates con- 
tained in the present bill, would be 
$310,000 in round numbers—olr a little 
over 15 per cent. for each heir to pay. 

Policies of insurance on his life ag- 
gregating $1,550,000 would cover 
this tax at an annual cost of say $9,300 
for each $310,000, or $46,500 altogether. 
If the policy proceeds in excess of 
$25,000 are taxed under the propased 
law, $285,000 will be added to the tax- 
able value of each beneficial interest, 
making such beneficial interest $2.285,- 
000. the tax on which would be $367,000. 

Under such circumstances it is ob- 
vious that the men in question will be 
much less inclined to take out this in- 
surance; in which case the government 
will receive only $310.000 while each 
heneficial interest of $2.000,000 will be 
reduced to $1,690.000. If the insurance 
nroeceeds are not taxed the government 
will receive the same amount, but the 
heneficial interest will remain at $2.- 
090.000: consequently there would be 
every inducement for taking out such 
insurance: not in order to evade the 
tox. hut in order to enable the bene- 
ficiaries to pay the tax at no cost to 
themselves. 


Government Suffers No Loss 

Should it be maintained that ex- 
empting all insurance proceeds from 
the inheritance tax would result in in, 
ducing men of large means to invest 
their money in insurance, rather than 
in investments snhiect to the inhert- 
tance tax, and thus denrive the gov- 
ernment of revenue which it would 
otherwise obtain. a sufficient renlv Mes 
in the foet that the saving in taxes af 
faceted therehv does not eomnencate 
far the Insc in investment return. The 
foawine examnle demonctrates thie: 

L2N NNN invested arch voar at F 
for 9% veaare will 
amoannt ta &1 MAT R70 which divided 
aewally amone fiva hoetra wanld geivwo 
POON OOF ta anch hair: thie 
wanld ha @78AT1N whith wonld leave 
a vot recnlt of $919 41790 ta arch 
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tha tay nan 


NADY natd ta on Inevrancea namnony parh 
man aand ABR 
WR Inenwonan amanunting ta @1 NNN nnn 
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which divided among five heirs would 
give each only $200,000 net. 

Obviously there would be no gain in 
taking out $1,000,000 insurance in order 
to avoid the tax; on the contrary, as a 
policy for $8,000 payable to each heir 
would more than cover the tax, and 
would cast only $240 per annum, or an 
annual outlay of only $1200 altogether, 
there would be a loss. 

Congressman Kitchin expressly 
states in his report of the House Bill 
that the proposal to impose an inheri- 
tance tax on life insurance proceeds 
was due to the fact af his having heard 
that wealthy men were being urged 
to take out large policies of insurance 
as a means of profitably evading their 
inheritance taxes. It is difficult to be- 
lieve that any intelligent man will be 
influenced by such talk, once the fal- 
lacy is pointed out. 
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More 
Power 


To You 


The more push there 
is behind you the more 
power you have. We 
furnish the push. This 
push is the help we 
give our men. No 
other life insurance 
company does as much 
to insure the success 
of its Field Force. Ask 
any Bankers Life man 
or write 


Bankers Life 


Company 
DES MOINES 





HOME LIFE 


INSURANCE’ CO. 
(Purely Mutual) 

256 BROADWAY, NEW YORK 

GEORGE E. IDE, President 


The fifty-eighth annual re- 
port shows insurance in 
force of $146,050,144, an in- 
crease during the year of 
$12,556,816. The Company 
paid the policyholders in 
1917 $3,467,828, of which 
$731,696 was in dividends 
or premium refund. Its 
insurance reserve fund was 
increased by $1,688,199 and 
the Assets are now $34,- 
542,304.08. 


For Agency apply to 
GEORGE W. MURRAY, 
Supt. of Agents. 

256 Broadway, New York, N. Y. 




















Build Your Own Business 


under our direct general agency contract 


Our Policies provide for : 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 


JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 

















THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 
Incorporated 1851 


W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE 
Ambitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. S. WELD, Superintendent of Agencies 














Established 
1867 
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and their beneficiaries, 
' Great Policyholders’ Company. 











Towering back of the agent in his efforts, as a mighty rear guard, is the strength and prestige 
}) of the Company and the Institution he represents. The stronger the rear guard, the greater the 
agent’s morale and chance of success. 


Four big success factors in the work of the 
The GOOD WILL created by farm loan investments, 
developing the Country’s agricultural 
thereby contributing largely to the world’s food supply. 
The UNIQUE SERVICE extended freely to the insured 
meriting the appellation—the 


resources, 


THE REAR GUARD 


No more virile and efficient body of men can be found than the large army of life underwriters. 


and 


of Cincinnati, O. 


| 





Union Central 


The SECURITY of the non-fluctuating, panic and war 
proof investments, limited to first mortgages on carefully 
selected cultivated farms, and U. S. Liberty Bonds. 

The SAVING enjoyed by policyholders in premium de- 
posits, the result of the Company’s superior earnings, 
favorable mortality, and economy of management. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 


Jesse R. Clark, President. Allan Waters, 


_—- 


Agency Force are: 











Second Vice-President | 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
105 William Street, New York City. 
Clarence Axman, President; W. L. Had- 
ley, Secretary; R. W. Swayne, Assistant 
Secretary; W. E. Schram, associate edi- 


every Friday by The 


tor. The address of the officers is the 
office of this newspaper. Telephone 2407 
John. 


Subscription Price $3.00 a year. Single 
copies, 25 cents. 


Entered as second-class matter April 
5, 1907, at the Post Office of New York, 
N. Y., under the act of Congress of 
March 3, 1879. 


“SERVICEK” 

the above caption, the 
Hancock Mutual Life published the 
following editorial in the ‘John Han 
cock Field” December, which is 
worth passing on. 

“The signs of the times indicate that 
the year 1919 will be the most won 
derful in the annals of the John Han- 


Under John 


for 


cock Mutual Life Insurance Company 
So confident are we that all the 
portents point success-ward, that we 
believe litthe need be said at this time 


to stimulate quality and quantity in 
production, The ball is already rolling 
with unusual momentum, and its pace 
is certain to be continued if not ac- 
celerated, by extraordinary circum- 
stances and conditions of which you 
are generally aware. Never were 
there so many reasons manifest as to 
the desirability and the necessity of 
life insurance. 

“We are chiefly concerned, therefore, 
in keeping the machinery well oiled, 
the steering gear in good working order, 
and in watching out for danger signs 
and slippery places where we might 
skid. Feeling pretty well satisfied that 
we have a machine with ample motive 
power, plenty of possibilities for speed, 
and with unlimited endurance —in fact, 
almost everything that the public re- 
quires let us consider for a moment 
the possibility of improvement in our 
service; for we are virtually a public 
service corporation. 


“The adage ‘A man is known by the 


company he keeps’—may suitably be 
reversed to read, ‘The Company is 
known by the men it keeps,’ or, in 


other words, ‘by the men who represent 
it. The Company is judged largely 
by the words and actions of its repre- 
sentatives. The public likes courtesy, 
accommodation and kindness. These 
form an asset just as valuable to the 
Company as prompt payment of claims 
or sustained payment of dividends. 
“Speaking generally, public service 
has deteriorated on account of the war. 
The demands of employers for workers 
have so far exceeded the demands of 
workers for work, that the result has 
been an extraordinary degree of in- 
difference, independence, and frequent- 
ly, discourtesy. We have learned to 
expect and to be reconciled to a lot 
of inconvenience on account of the 
war, but for deliberate discourtesy 
there is no excuse. It follows that pub- 
lic service companies are condemned 
and become unpopular more on account 
of their defective service than because 
of inconvenience and deprivations due 
to the war, which do not necessarily. 
We shall en- 


antagohiZe the public. 


deavor to point out the dangers of 
falling into ways of poor service and 
to suggest some points for betterment. 

“It is not intimated that representa- 


tives of this Company lack notably in 
On the contrary, it 
Hancock servic? 

Still, it is sus- 


giving good service. 
is our belief that John 
is of a superior order. 
ceptible of improvement. In our busi- 
ness, the best is none too good. If 
we will all bear in mind the effect our 
manner and conduct towards the people 
we do business with may have, there 
is no doubt that we can make 
Company as well known for good ser- 
vice as it is now known for honest 
dealing. 

“Undoubtedly, insurance men, as well 
as other public servants, often have 
much to put up with from ignorance, 
unreasonableness and ill-temper on the 


part of their clientage, but we do not 
gain anything by retaliating in kind. 
Our conduct should be guided by the 


lifting others towards our 
not to ; 


principle of 
standards, and 
to the level of 

“To quarrel with people is a waste 
of time; nothing is gained, and much 
may be lost. ‘He that ruleth his temper 
is greater than he that taketh a city.’ 
So, when a client, ruffled by one of these 
little clashes that happen in the best 
regulated families, attempts to start a 
quarrel with you, don’t argue back. 
kexcuse yourself as gracefully you 
can; come back when the sky is clear, 
and you will probably find him or her 
in a better temper, and in a receptive 
attitude to your proposition. 

“The ordinary, everday courtesies, 
such removing one’s hat when en- 
tering a home are worth while. It 
is one of the marks of a gentleman to 


lower ourselves 
inferior ones. 


as 


as 


do this, whether it be in the home of 
a millionaire or a laborer, and this 
establishes respect for the insurance 


man on the part of the policyholder or 
the prospect. 

“To exhibit superior knowledge or 
sharper wit than the person you are 
doing business with, may be offensive 
if it be done in an objectionable way. 


People do not enjoy being made to 
appear ridiculous or inferior, and a 
fine sense of the fitness of things in 


this respect is an asset. To outwit your 
competitor in business, may be an art; 


to outwit your social companion may 
be an accomplishment; but to outwit 
your prospect is to antagonize him, 


and therefore is not good business. It 
is in order to convince others of your 
superior knowledge of life insurance 
by the courteous, straight-forward and 
logical presentation of your contract; 
you may also exhibit superiority of 
reneral knowledge and thereby com- 
mand respect, if you do it with tact, 
delicacy, and kindness; but, to expose 
the ignorance of your prospect and an- 
tagonize him with verbal brutality, is 
disastrous. It pays to perform § such 
acts of service as the insured is entitled 
to promptly and willingly. Your atti- 
tude in this respect may be either an 
asset or a liability, according to the 
manner in which you act. The insured 
is likewise entitled to such information 
as he may request, limited by due 
regard to the rights of others. 

“A greater measure of courtesy over 
the counter in some of our offices would 
increase the Company’s assets from a 
service standpoint. People are partic- 
ularly apt to judge a company by the 
treatment they receive from cashiers 
and others who transact its business at 
the Agency offices. In some cases 
people are treated with a general lack 
of consideration. Such procedure is 
clearly detrimental to the Company’s 
interests, is a handicap to the man in 
the field well, and should not be 
practised nor tolerated. 

“Last but not least, in fact of prime 
importance, is the service rendered by 
making a study of the insurance wants 
of our constituents, present and pros- 
pective, and in providing them with 
the amount and kind of insurance best 
fitted to each individuai case. First 


as 


‘impressions are most lasting, and car- 


our 


ing thus disinterestedly for the welfare 
of the new member entering our fold, 
regardless of the plus or minus of 
commission it involves, is of immense 
importance and value; for every per- 
son thus well and honorably treated 
is the potential source of other mem- 
bers, friendly or related, who will be 
attracted by what he or she has to say 
in recommendation of our Company and 
the methods of its men. 

“Follow-up service to those already 
insured means, in addition to conscien- 
tious routine work, the placing of more 
protection when increased income per- 
mits and when added _ responsibility 
demands. We are all public servants 
of some sort, whatever may be our 
business or our position, and common 
sense should dictate such conduct as 
will make friends and not enemies.” 


J. Stanley Scott, secretary of the life 
department of the Travelers, completed 
a half century of service with the Com 
pany January 9. Mr. Scott is one of the 


small circle of men who have ‘been 
identified with the Travelers since its 
earliest years. Major E. V. Preston is 


the only living officer of the Company 


who surpasses Mr. Scott in length of 
service, 
* ¢ @ 

Henry J. Zechlin, who, with Myles 
Walsh, have been elected assistant 
secretaries of the Niagara Fire, has 
been with the company for twenty- 
eght years. Most of that time he has 


been in the Western Department, which 
be entered in Chicago in 1890. In 1902 
he took charge of Wisconsin as state 
agent, with headquarters in Milwaukee. 
Ife was twice elected president of the 
Wisconsin Field Men’s Club. He was 
aiso chairman of the committee in 
charge of opposing the proposed con- 
stitutional amendments which sought 
to place the state of Wisconsin in the 
insurance business and which were 
successfully combatted. That was 
three years ago. The campaign lasted 
ix months. In 1917 Mr. Zechlin was 
appointed superintendent of agencies at 
the Home Office, and a month ago was 
siven charge of the company’s Metro- 
politan Department in New York. 
* * * 


Louis N. Denniston, agency instruc- 
tor for The Travelers, has been given 
the tit'e “Superintendent of Instruction 
and Training.” The Training School 
has developed to the point where 
thorough instruction is given to the 
following kinds of representatives; 
life and accident specials, compensa- 
tion and liability specials, burglary and 
plate glass specials, boiler specials, 
cashiers, payroll auditors, countermen, 
froup life specials, and adjusters. The 
course ten years ago was a four weeks’ 
course; now, in the cases of some of 
the above classes, it occupies a full 
ten weeks. 

* 7 + 

Major Morgan G. Bulkeley, Jr., son of 
President Morgan G. Bulkeley, of the 
Aetna Life, Aetna Casualty & Surety and 
the Automobile Insurance Co., returned 
from fifteen months’ service in France 
last week. Major Bulkeley had in his 
command principally Hartford men 
among whom were included a large per 
centage of men from the various com 
panies of that insurance mecca. In sev- 
eral newspaper interviews, Major Bulk 
eley, who was promoted from the ran 
ot captain while overseas, gives un 
bounded credit to the fighting qualities 
of these men, many of whom did not 
return. 

* + * 

D. J. Bloxham, former manager life 
and accident department, Erie Branch 
Office, of the Travelers, has just re- 
turned from Y. M. C. A. war work, and 
has been appointed Agency Instructor 
Life and Accident Department. Mr. 
Bloxham, by reason of his training and 
experience as agent, special agent, and 
branch office manager, is well qualified 
to assist in broadening the scope of 
the Company’s training school activi. 
ties. 
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T. B. A. HOPPE 


One of the closest and most interest- 
ing contests among Continental Casual- 
ty men this year was that between the 
New York and Pittsburgh offices. Mr. 
Anger and his associates, of Pittsburgh, 
challenged Messrs. Hoppe and Thomson 
and their associates in New York to 
a contest for the Pension Bonus 
Cup which the New York office 
had won from California. The contest 





J. W. THOMSON 


commenced July 20, continued for two 
periods, and ended September 19. Due 
to the fact that the Pittsburgh office 
had fewer pension bonus qualifiers a 
fair handicap was set—the New York 
office being handicapped nine points 
each period. The points earned by both 
agencies during the contest are as fol- 
lows: 


New York Pittsburgh 
Pirat Period ...... 31 16 
PEOGMGICAD ..cccces 9 22 16 
Second Period ......30 26 
Handicap ........ 9 21 26 
SR ee . 43 42 
The men of both agencies. did 
splendid work and as a consequence 


showed wonderful results in the pro- 
duction of new business. Pittsburgh 
did not take its hat out of the ring 


and after receiving announcement that 
the New York office had won by one 
point immediately wired another chal- 
lenge. This, of course, could not be ac- 
cepted since the rules of the contest 
are that the same agency cannot chal- 
lenge the defender twice consecutively. 
Messrs. Johnson & Adams have chal- 
lenged the winner—the contest to be 
from January 20 to March 19. This is 
a deciding contest for the New York 
office since the agency that wins the 
cup three times consecutively retains 
it permanently. There isn’t room for 
doubt that the New York office will 
put up a hard fight to retain the cup 
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All Sail Set for Big 
Meeting at Buffalo 


N. Y. STATE AGENTS’ 


Will Start Ball Rolling for National 
Association Membership 
Campaign 


AFFAIR 


The New York State campaign for 
membership in the National Association 
of Insurance Agents will open in good 
style at Buffalo, Monday, January 13, 
when the annual meeting of the New 
York State Association takes place. 

E. M. Allen, president of the National 
Association will come on from Helena, 
Arkansas; T. Alfred Fleming, of Ca 
lumbus, Ohio, Ohio state fire marshal 
and president of the State Fire Mar- 
shals’ Association of the United States, 
will be present, and E. B. Eggert, of 
Buffalo, president of the Buffalo Board, 
will preside. 

John lL. Tiernon, Jr., of Buffalo, who 
is president of the state association, is 
actively whipping the big meeting into 
shape. It is not to be a strictly Buffalo 
affair. Rather Buffalo will be the 
rallying point for a big gathering of 
insurance men from Olean, Lockport, 
Jamestown, Dunkirk, Niagara Falls 
and Batavia. 


Erie Men Invited 

At an early date an active campaign 
will be opened in Pennsylvania, and 
President Tiernon has invited all the 
agents of Erie to come over to the 
Buffalo tent and drink im enthusiasm 
for the drive in their own state. 

The officers and executive committee 
of the New York State Association will 
meet at the Iroquois Hotel, Monday 
January 13, at 2.30 P. M. Monday 
evening, the annual dinner will be held 
at the Ellicott Club. 


Other Meetings Planned 

After the Buffalo meeting, the activi- 
ties of the organizers will spread out 
over the state, continuing with a meet- 
ing, Tuesday, at Batavia. at 2 P. M. 
Tuesday evening there will be a meet- 
ing in Rochester at 7 P. M. 

The meeting in Syracuse, Wednesday, 
January 15, will be at 2.30 P. M., with 
a dinner in the evening. At Syracuse, 
steps will be taken to form a local in- 
surance club. Glenn H. Johnson, of 
that city, is a member of the executive 
committee of the National Association. 
He is one of the most active and highly 
regarded insurance men in his section, 
and is a great association worker. Fred 
V. Bruns, chairman of the fire preven- 
tion committee of the National Associa- 
tion, is also a Syracuse man. He has 
gone afler his sub-agents strong to be 
at the meeting and a large gathering is 





Bernhard Agency 
Gets Three Companies 


BINDS RISKS THROUGHOUT U. S. 
National Liberty, Rhode Island and 
Nationale, of Paris, Make Bro- 
kerage Appointments 


The Bernhard Insurance Agency, 68 
William Street, New York, announced 
this week its appointment as binding 
agents for three companies for the 
writing of business throughout’ the 
United States. These companies are 
the National Liberty, of New York, the 
Rhode Island Insurance Co., of Provi+ 
dence, and the Nationale, of Paris. The 
agency is already binding business for 
the above named companies. 

New Jersey Appointments Also 

The Bernhard Agency also announced 
this week its appointment as Hudson 
County agents of the Rhode Island 
and the National Liberty and in this 
connection the Agency has opened an 
efice at 77 Montgomery St., Jersey 
City. The Hackensack office of the 
Agency will also be retained. 

For the writing of ‘business in New 
Jersey, the Bernhard Agency now rep 
resents the Scottish Union; Niagars, 
Detroit Underwriters; Phoenix Uneer 
writers: Glens Falls; Ohio Farmers, 
Mogle, Star & British Dominions; Yorks 
shire; Fireman’s Fund; American Ea 
rle: Sun; National Liberty and Rhode 
Island. 

As reported exclusivelv in a recent 
issve of The Fastern Underwriter, Har 
rv Hellriegel, formerly head of the 
brokerage department of the Phoenix 
of London, joined the Bernhard Agency 
as of January 1. Irvin T. Bernhard, 
head of the Agency, has had a wide 
underwriting experience, having been 
in the local department of the London 


& Lancashire Fire for eight years 





E. H. GRAY BACK 
K. H. Gray, underwriter of the Pacific 
Fire, who has been serving in the 
chemical corps of the army, returned 
to his desk last week. 


expected to result from his invitation 
extended to them. 

January 16, there will be a meeting at 
Utica at 4. P. M., and the following 
day one at Schenectady at 2.30 P. M., 
and at Albany at 8 P. M 

January 20, there will be a meeting 
at Elmira; January 22, at Binghamton, 
and January 24, at Middletown. The 
Middletown meeting promises to be an 
important one, as it will bring-together 
agents from a large territory. 








NIAGARA 


Fire Insurance Company 


ESTABLISHED 1850 


123 William Street, NEW YORK 











THE AUTOMOBILE 


INSURANCE COMPANY _ | 
OF HARTFORD, CONN. 


MORGAN G. BULKELEY, President 
CASH CAPITAL 


$2,000,000.00 


ASSETS 


$7,266,538.81 


LIABILITIES, EXCEPT CAPITAL 


$3,086,345.45 


SURPLUS TO POLIC YHOLDERS 


$4,180,193.36 


LINES WRITTEN 





FIRE MARINE WAR RISK 

TORNADO WIND STORM MAIL PACKAGE 

RENTS LIGHTNING TOURIST BAGGAGE 
PROFITS EXPLOSION SPRINKLER LEAKAGE 
HULLS COMMISSIONS USE AND OCCUPANCY 
CARGOES AUTOMOBILES INLAND MARINE 
FLOATERS LEASEHOLD INLAND TRANSPORTATION 


REGISTERED MAIL 


Affiliated with 


ETNA LIFE INSURANCE CO. 
ETNA CASUALTY & SURETY CO. 





























TH 


E 
WILLIAM H. KENZEL CO. 
FIRE INSURANCE AGENT 


Representing at 79-83 William St., New York 


FRANKLIN FIRE INSURANCE CO. OF PHILADELPHIA, PA. 
EQUITABLE FIRE & MARINE INS. CO. OF PROVIDENCE, R. L 
GRANITE STATE FIRE INS. CO. OF PORTSMOUTH, N. H. 
COMMERCE INSURANCE COMPANY OF ALBANY, N. Y. 
IMPERIAL ASSURANCE COMPANY OF NEW YORK 
HUMBOLDT FIRE INSURANCE CO. OF PITTSBURGH, PA. 
ALLEGHENY FIRE UNDERWRITERS OF PITTSBURGH, PA. 
CALEDONIAN-AMERICAN INSURANCE CO. OF NEW YORK 


Representing at 154 Montague St., Brooklyn 
LONDON ASSURANCE CORPORATION OF LONDON, ENGLAND 
NORWICH UNION FIRE INSURANCE SOCIETY, LTD., OF ENGLAND 
GRANITE STATE FIRE INS. CO. OF PORTSMOUTH, N. H. 
COMMERCE INSURANCE COMPANY OF ALBANY, N. Y. 
MECHANICS INSURANCE COMPANY OF PHILADELPHIA, PA. 
PENNSYLVANIA FIRE INS. CO. (Suburban) 








CITY 
INSURANCE 
FIRE INS. CO. COMPANY 


Sunbury, Pa. Pittsburgh, Pa. 
Inc. 1911 Inc. 1870 


NORTH 
BRANCH 


$641,341.77 
230,513.29 
300,000.00 
63,479.83 


Assets ...... ..... $357,318.58 
Reserve 54,256.92 
Capital 200,000.00 
Surplus 96,379.07 


Reserve 
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OPERATING ON A CONSERVATIVE BASIS IN A LIMITED 
TERRITORY UNDER AN EXPERIENCED MANAGEMENT 
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BROKERS ACTIVITIES 





BROOKLYN RATES ATTACKED 





Committee of Brokers Asks New York 
Casualty Exchange for 
Hearing 

Arthur J. Hess, of the J. L. Mautner 
Agency, 95 William Street. Manhattan, 
heads a committee of Brooklyn brokers 
which has asked the Committee of Nine 
of the New York Casualty Insurance 
Exchange for a hearing on Brooklyn 
zone rates on owner’s liability. The 
brokers’ committee makes the follow- 
ing presentation of its case: 

“We ask for the privilege of con- 
sulting with your committee, on behalf 
of 1800 brokers and acting as a com- 
mittee appointed by the Brooklyn Bro- 
kers’ Association, regarding the boundar- 
ies of the various zones as included 
in the report of your Sub-Committee 
of Three, which is the basis of the 
rates now being charged in Brooklyn. 

“Several of the districts include con- 
siderable territory in which conditions 
do not seem to warrant the rates ap- 
plied to the admittedly congested areas. 

“Again—the premium for a_ three 
family house in the high rated zones 
would figure as high as a 12 family 
house of same area, A minimum base 
plus a charge per family, would appear 
more equitable. 

“If we were accorded the opportunity, 
we believe we could show many points 
in the new schedule of rates that re- 
quire a reasonable explanation to pol- 
icyholders and it is the broker who 
must give this explanation. 

“The brokers bear the brunt of ex- 
plaining increases of rates to the insur- 
ing public. Therefore, the success or 
failure of any given set of rates depends 
on the ability of the brokers to so 
justify the rates as to hold sufficient 
volume of business to bring the com- 
panies the expected increase in pre- 
mium income. 

“It will be found that, where facts 
warrant, the ‘brokers are as ready to 
approve higher rates as to object to 
such rates when unwarranted. 

“A salesman can have little success 
selling an article he has no faith in 
and a broker cannot be expected to 
get higher rates for the companies 
when he has no facts to warrant him 
in believing in the justice of such 
rates.” 





Charles D. Knapp Dead 

Charles D. Knapp, a broker, was found 
dead in his office at 95 William street 
on Wednesday. It is reported that he 
had died as a result of a revolver shot. 

* *¢ * 
Cawley With Ives & Baird 

Samuel J. Cawley, Jr., formerly with 
Gilmour, Rothery & Co. and later with 
Smythe, Sanford & Gerard, is now with 
‘Ives & Baird, Inc., as assistant secre- 
tary of that corporation. 

* + + 
Ryan With Hamlin & Co. 

John Ryan, formerly with the broker- 
age office of T. H. Smith, who returned 
iast week from service abroad, is now 
with Hamlin & Co., in the marine de- 
partment. 

+ + + 
Shephard with F. B. Hall & Co. 

C. S. Shephard, for a number of years 
with Bagot & Co., resigned last week 
to go with Frank B. Hall & Co., Inc., 
in the marine department. 

+ 7 + 


Willcox, Peck, Brown & Crosby 
The employees of Willcox, Peck, 
Brown & Crosby have arranged for a 
subscription dance to be held at the 
Hote] Astor on January 31. 


CALL ON LIEUT. GOV. WALKER 
Brooklyn Brokers Honor Associate 
John A. Lynch Who Has Been 
Elected To State Senate 
A group of Brooklyn brokers went to 
Albany last week to attend the inau- 
guration of Governor Smith and also 
to witness the initial appearance in 
that city in his political capacity of 
John A. Lynch, New York broker who 
has been elected to the Senate. In- 
cluded in the group were John Ryan, 
Brooklyn agent; John. Cantwell, a 
broker with offices in Brooklyn; I. 
Cohen, also a Brooklyn broker; and J. 
J. Canning, of the Brooklyn office of 

the Continental, 

Following the inauguration, the men 
called on Lieutenant-Governor H. C. 
Walker and Captain W. W. Wear, of 
the Governor’s staff, who were known 
to Mr. Canning and Mr. Ryan. 





APPOINTS Lewis & GENDAR 





Firemen’s of Newark, Now Has Bro- 


kerage and Service Department in 
New York City. 





The Firemen’s Insurance Co., of New 
ark, now has a brokerage and service 
department in New York City for the 
writing of business Fast of the Missis- 
cippi River and Lewis & Gendar have 
been appointed agents of the Company 
for the binding of this business. 





L. & L. & G. OFFICE CHANGES 

The Bartholomay-Darling Company, 
Chicago, will take over the local office 
of the Liverpool & London & Globe and 
hecome a Class 1 agent. Fred R. Sar- 
gent, who has had charge of the Chi 
cago ovfice, will be connected with the 
Cook County department which handles 
the Class 2 agents. William S. Warren 
& Co, which has conducted the local 
effice, will be dissolved. Richard F 
Vernor, son of late Frank A. Vernor, 
Michigan state agent for the Queen, 
has been apnointed snecial agent for 
the L. & Tl. & G. in Michigan. 
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SCHAEFER & SHEVLIN 


GENERAL AGENTS 
FIRE and AUTOMOBILE INSURANCE 
Excellent Facilities for Handling Suburban Business Phone: John 2312 


100 William Street New York, N. Y. 




















Firemen’s Insurance Co., Newark, N. J. 


January 1, 1918 
a 
i celta a ube 
SURPLUS TO POL ICYHOLDERS... 


- -$1,250,000.00 
. -$2,384,971.20 
-$3,634,971.20 


DANIEL H. DUNHAM, President 
Vice-President and Treasurer A. H. HASSINGER, Secretary 
‘' BASSETT, Vice-President J. K. MELDRUM, Assistam Secretary 











207th Year 


SUN 


INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH: 
54 Pine Street - New York 
WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO. 
PACIFIC DEPARTMENT: 
N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 


THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
avement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 
FRED. A, Soe Vice-President 
E. S. JARVIS, Secretary 
WILLIAM MORRISON, Asst. Sec’y 
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S. C. BISHOP CO. 


AGENTS FOR 
NEW JERSEY 


Phone, 447 John——588 Elizabeth 


Revresented at 
95 William Street, 


Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, General Agents 
Metropolitan District 


100 WILLIAM STREET, NEW YORK 


208 Broad Street, 
Elizabeth, N. J. 


























307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA. 














PHILADELPHIA 








ADEQUATE 
FACILITIES 


ALL LINES 








CLARENCE A. KROUSE & CO. 
LOCAL AND GENERAL AGENTS 
325 WALNUT STREET 


SATISFACTION 
SERVICE 


ALL LINES 





PHILADELPHIA, FA. | 





PENNSYLVANIA NEW J ERSEY 








B. M. CROSTHWAITE & CoO. 


Fire and Automobile Insurance Specialists 
Lines Bound Anywhere in New York State 
45 John Street, New York City, N. Y. 


Telephones 2404-5-6-1758-1090 John 











EQUITABLE UNDERWRITERS of New York 
— FIRE and WAR RISKS 


Lines Bound Throughout United States, Canada, Cuba and Mexico. 





Home Office: 68 William Street 
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THE YORKSHIR 


AND EXPLOSION INSURANCE 
U. S. BRANCH, 80 Maiden Lane, New York. 
FRANK & DUBOIS, United States Managers. 
FRANK B. MARTIN, Asst. Manager. 
New York Life Insurance & Trust Co., U. S. Trustee, No. 52 Wall St., New York 
DEPARTMENT MANAGERS: 


METROPOLITAN _....c.cccccccces Willard S. Brown & Co, ....... New York, N. Y. 
V3 yy SU hL—Eeerers Re eras San Francisco, Cal. 
CAROLINA-VIRGINTA ......-... a eats Greensboro, N. C. 
SOUTHEASTERN 3 .occvcccsecceces Date TOM secisexscscsccesel Atlanta, Ga. 

LA. & MISSIGSIPPI ..........+. ee 1 OO eee New Orleans, La. 


INSURANCE CO., LTD. 
OF YORK, ENGLAND 
Established 1824 
LEAKAGE, AUTOMOBILE, RIOT 


ERNEST B. BOYD, Underwriting 








Government After 
Farm Fire Business 


BUDDING 





ROSEATE SCHEME IS 





Farm Loan Board Would Also Insure 
Titles—Promises Much for 
Little 





Another incursion into the insurance 
field by the government is being urged, 
that of having the Federal Land Banks 
furnish fire cover for their borrowers 
and also having the banks take over the 
business of guaranteeing titles to farms 
mortgaged for loans. Legislation per- 
mitting this is urged upon Congress 
by the Farm Loan Board in its annual 
report for 1918, in which the following 
appears: 

“Early in the present year a plan was 
worked out by which the leading surety 
companies of the country have united 
in writing bonds guaranteeing the in- 
terested banks from loss by reason of 
failure of title. 

“This guarantee is based upon a 
search of the record for the period, the 
running of which, in the several states, 
vests title by possession, this period 
varying from eight to twenty-one years. 
This bond is furnished at a cost of 
one-fourth of one per cent. of the 
amount of the loan, with a minimum 
charge of $2.50, which expense is borne 
by the borrower. 

No Expense Assumed. 

“The business may be assumed to be 
profitable to the surety companies, who 
must have material expense in looking 
after it, and the question naturally 
arises, could not the banks, which would 
have no expense in that connection, 
insure the same safety at a less cost 
to borrowers by collecting even a small- 
er sum and placing the same in a title 
guaranty fund to cover loss by possi- 
ble failure of title, and should they not 
have Congressional authority to do so 
subject to the approval of this board? 

Fire Insurance Argument 

“There are even stronger reasons in 


favor of the authorization of a system 
by which the Federal Land Banks could 
furnish fire insurance to their borrow- 
ers. The practice of the land banks is 
to require insurance to the amount of 
60 per cent. of the value of the perma: 
nent structures on the farm. In some 
sections of the country, owing to the 
remoteness of the property and the 
smallness of the business, it is impos+ 
sible for owners to, get fire insurance 
at all, and even where it may be had 
the matter of securing it is often troub- 
lesome, both to the borrower and to 
the bank. After the insurance has been 
secured and assigned, the bank and the 
registrar are obliged to keep account 
of the expiration of policies and see 
to their renewal. Insurance is aften 
offered in small companies, especially 
mutual companies, the responsibility of 
which is more or less doubtful. In oth, 
er cases, there is difficulty in securing 
mortgage clauses in proper form. 
Fire Insurance Argument. 

“We understand that fire insurance 
companies generally estimate the cost 
of doing business at from 30 to 35 per 
cent. of their premium income, this in- 
cluding commissions paid to local 
agents ranging from 15 to 25 per cent., 
together with the expense of maintain- 
ing general agencies and the overhead 
charges of home offices. Under the 
system by which the Federal Land 
3anks would be enabled to write fire 
insurance plicies on the payment 
structures on the farms of borrowers, 
all commissions would be eliminated, 
and the overhead expenses would be 
very largely reduced. Appraisers could 
serve as inspectors, and as properties 
upon which loans have been made are 
re-inspected at frequent intervals, there 
would be protection against the contin 
uance of excessive insurance on deteri+ 
orated properties, which has been one 
of the causes that has involved losses 
on this class of insurance. The ‘com- 
flagration hazard’ which is the other 
vreat risk of fire insurance, is non-« 
existent on insurance of this class. 

Start with Present Premium. 

“The rates would. at the herinning. 


CHAS. H. POST, U. S. Mgr. 





Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 
R. C. CHRISTOPHER, Asst. U. S. Mer. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 





be the same as those which obtain on 
the policies now held, and these rates 
could be lowered or raised as occa 
sion might demand. Provided a suf. 
ficient premium income were collected 
to take care of all fire losses, any 
reasonable rate would be equitable, as 
whatever profits are derived would ul 
timately go back, to the insured, as 
owners of the stock of the Federal 
Land Banks. 

“Such a plan would make all policies 
uniform as to conditions, covenants and 
mortgage clauses. Policies would be re 
newed in ample time and in correct 
manner, without the delay and expense 
ndw involved. There is no reasonable 
doubt that it would be possible to effect 
within a short time a considerable re- 
duction in the rates now existing, and 
at the same time secure a considerable 
additional income to the banks.” 

The total amount of fire insurance 
now carried in connection with the 
loans already made by the several 
banks approximates $50,000,000, it was 
declared in the report. 

ROBERT D. CHARLES’ CHANGE 

Lieut. Robert D. Charles, having re 
ceived his discharge. has become con- 
nected with M. C. Feldman Companv 
insurance brokers, New York. He will 
have full charge of their schedule and 
engineering department He was for- 
merly with the New York Fire Insur 
ance Exchange for ten years. 





““STRONG AS THE STRONGEST” 


The Northern Assurance Go. 


(LTD., OF LONDON) 
Organized 1836 
Entered United States 1876 
Losses Paid - - - $109,000,000 
Losses Paid in U. S. $40,000,000 


Eastern and Southern Departments 


55 JOHN STREET 
NEW YORK CITY 
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COMPANY 
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THE LEADING FIRE COMPANY 
OF THE WORLD 








BRITISH AMERICA 
ASSURANCE CO. 


Incorporated 1833 


(FIRE AND INLAND MARINE) 


Head Office, Toronto, Canada 


United States Branch 


January 1, 1918 
BROEER. sancnadnnsensiansoenndanes $2,192,173.14 
Surplus in United States..... 772,927.35 
Total losses paid in United 
States from 
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WANTED—Fire Insurance Company Agency for New 
York City and/or Westchester County by a Reliable 
Agency Established Forty Years, Who Can Guarantee 
Volume. Address BOX 1000 

| THE EASTERN UNDERWRITER = 105 William Street, New York City 


iverpool 
amo London 
an Globe 
Insurance Zo. 


CIMICED 


Rossia Insurance Company 


HARTFORD, CONN. 


REINSURANCE 




















Over $155,000,000.00 


Losses Paid in the United States 


San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 














HENRY W. EATON, Manager 

HUGH R. LOUDON, Deputy Manager 
J. B. KREMER, Asst. Deputy Manager 
T. A. WEED, Agency Superintendent 


U. S. Cash Assets, Dec. 31, 1917 $16,153,068.57 
Surplus ° © ° - 4,793,978.55 
Losses Paid by Chicago Fire, 1871 3,239,491.00 
Losses Paid by Boston Fire, 1872 1,427,290.00 
“a Paid by Baltimore Fire, 
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Court Defines 
Agent’s Duties 


CO-INSURANCE CLAUSE APPLIED 





West Virginia Case of National Fire 
Covered Sawmill, Machinery and 
Stock of Premises 





A West Virginia decision has been 
rendered in the case of Bond vs. The 
National Fire Insurance Co. which in- 
volves a number of interesting points. 
The case was tried in the Supreme 
Court of Appeals of West Virginia. The 
opinion of Justice Williams, who pre 
sided, is as follows: 

An agreement between the insured 
and a general soliciting agent of fire 
insurance companies, that the latter 
will keep the property @f the former 
insured up to a certain per cent. of its 
value, and renew the same when ne- 
cessary, will not avoid a policy pro- 
cured by such agent without the knowl- 
edge of the insured. Such an under- 
taking on the part of a general insur- 
ance agent is not incompatible with his 
duty to his principal. 

Can Get Additionai Insurance 

A condition attached to and forming 
a part of a fire insurance policy, pro- 
viding that the insurer shall be liable 
for no greater proportion of any loss 
than the amount insured bears to 8&0 
per cent. of the actual cash value of 
the property covered by the policy at 
the time of the loss, “ nor for more tian 
the proportion which this policy bears 
to the tota] insurance thereon,” im» 
pliedly authorizes the insured to take 
other insurance on the property, not 
exceeding in all 80 per cent. of its 
cash value, notwithstanding a printed 
condition in the policy avoiding it in the 
event other insurance is taken without 
the insurer’s written consent added 
to or endorsed on the policy. 

A fire insurance policy covering dif- 
ferent classes of property, separately 
valued, containing a condition of war 
ranty relating to one class of praperty 
only and not affecting the risk as to 
another, is a divisible contract, and is 
not avoided in its entirety because of 
a breach of such condition or warranty, 
notwithstanding a stipulation in the 
policy that it shall become void in toto 
upon a breach by the insured of any 
one of its conditions. © 

Cease Operations and Void Policy 

A fire insurance policy covering a 
sawmill and machinery and manufac 
tured lumber stacked on the millyard, 
separately, valued, containing a condi- 
tidn avoiding the entire policy, if the 
insured shall cease to operate the mill 
for more than thirty consecutive days, 
is rendered void only so far as it af- 
fects the insurance on the mill, by fail- 
ure to operate for a period longer than 
that specified, without the written con- 
sent of the insurer. 

A judgment rendered upon a demur- 
rer to evidence, where no motion was 
made in the court below to set aside 
the verdict, will not be reversed by this 
court for excessiveness of the jury’s 
verdict. 

ROOSEVELT’S MEMORY HONORED 

As a tribute to the memory of former 
president Roosevelt insurance offices 
closed Wednesday between 12 and 1 
o’clock. 


NIAGARA ADDS TO OFFICERS 
H. J. Zechlin, of Local Department 
and Myles Walsh, Chief Accountant, 

Made Assistant Secretaries 

Henry J. Zechlin, manager of the 
Metropolitan Department, and Myles 
Walsh, chief accountant, of the NIi- 
agara Fire, were elected assistant sec- 
retaries of that company at the meet- 
ing of its board of directors last 
Friday. 

Mr. Zechlin has been in the Niagara's 
service twenty-eight years principally 
in the Western department and as 
special agent for Wisconsin. He will 
continue in charge of the company’s 
inetropolitan department. Mr. Walsh 
joined the Niagara two years ago as 
chief accountant and will continue to 
supervise that work. 


AFTER RURAL MEMBERSHIP 





National Association of Insurance 
Agents Active in Missouri and 
Indiana 
The membership campaign of the Na- 
tional Association of Insurance Agents 
in Missouri has been well received by 
the agents in the larger towns. Now 
the rural sections are to be taken up 
during the latter part of January and 

the beginning of February. 

The Indiana campaign is to start in 
ihe northern portion of the state, con- 
tinuing through the middle section and 
winding up at Evansville in the south. 


NEW FIRE PROTECTION EDITION 

LD. Van Nostrand Company, 25 Park 
Place, New York, announce the sixth edi- 
tion, of the Crosby-Fiske-Forster Hand 
Book of Fire Protection. This edition is 
revised, enlarged and brought up to 
date by Everett U. Crosby, Henry A. 
Fiske, and H. Walter Forster. This is 
one of the best known standard publica- 
tions on fire protection, and is exten- 
sively used throughout the world. It 
sells for $4.00 a copy. 





RE-INSURES FELLOW FRATERNAL 

Madison, Wis., January 8th. The 
Beavers, a fraternal benefit society with 
its home office in this city, has taken 
over and re-insured the business of the 
National Fraternal League of Green 
Bay, Wis. The insurance involved 
amounted to about $4,000,000. 


HAS ADDED ANOTHER 

‘Volume 1 of “Live Articles on Marine 
Insurance” has been issued by the 
“Weekly Underwriter,” New York. This 
publication is an addition to the live 
article series of the “Weekly Unider- 
writer,” which that journal has featured 
for some time. 





MCDERMOTTS INCORPORATE 

Papers of incorporation of William 
F. McDermott & Sons, of Paterson, N. 
J., have been filed. Capital stock is 
$25,000. The incorporators are: Wik 
liam F. McDermott, Cyril J. McDermott, 
and Robert J. McDermott. 





AUTO THEFT LOSSES HIGH 
Some Baltimore insurance men are 
said to have told newspaper represen- 
tatives that the 1918 automobile theft 
losses in the United States are between 
$10,000,000 and $15,000,000. 





ALTNA (FIRE) 


HARTFORD, CONN., U.S.A. 


gee Choose your company with regard 
to record in past conflagrations and 
present loss paying ability. 





















A Good Company 
ke to Represent 
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| AMERICAN EAGLE “We want to be loyal to 

FIRE INSURANCE the local agents as well as 

COMBA RY, loyal to our Country and 
Government.” 
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“AMERICA FORE” 


AMERICAN EAGLE 





Fire Insurance Company of New York 
Cash Capital ......... ONE MILLION DOLLARS 





HENRY EVANS, President 


Home Office 
80 MAIDEN LANE 
NEW YORK 


Managing Branch Offices, 
SAN FRANCISCO, 
CHICAGO 




















New York 








FIRE 
RE-INSURANCE 
NORWEGIAN ATLAS INS. CO., Ltd. 


WEMPLE & COMPANY, Inc. 


15 William Street 


New York 
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Four thousand men are serving under a 
the red, white and blue emblem of the i 
NATIONAL UNION. Loyalty is their cia 


watchword - service their forte. 
Protecting the public against devastat- agg 
ing losses by fire, they help to furnish 
theammunition which weaves the fabric 
kas of the Nation’s credit. They are the a ; 
" emissaries of the NATIONAL UNION 1 
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vi in advocating a policy which protects 
the homes of men and life time property 
accumulation. It is an army whichis ey 
always prepared and wins its plaudits a) 
in times of peace. The recruiting sta- m4 
tion is at the Home Office, where your Se 
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Officers Elected 
By New Jersey 


NEW DIRECTORS FIRST MEETING 








C. P. Stewart Made President, Gresham 
Ennis Vice-Pres., J. B. Guthrie 
Sec’y., F. L. Brokaw Treas. 





At the organization meeting of the 
new directors of the New Jersey In 
surance Company on Wednesday, Cecil 
P. Stewart was elected president, 
Gresham Ennis, vice-president, J. B. 
Guthrie, secretary, and F. L. Brokaw, 
treasurer. 

Mr. Stewart’s Career 

Mr. Stewart has been well known in 
fire insurance for more than twenty 
years and during that time he has 
established a reputation as a successful 
and conservative organizer. Mr. 
Stewart joined the firm of Moody, 
Stewart & Parker, of which his father 
was one of the organizers, in 1898. In 
1904, he joined with his father, whose 
career uS a prominent insurance  offi- 
cial is a matter of record. In 1911 he 
joined the staff of Frank B. Hall & Co., 
Inc., became its president two years 
ago and about the same time organized 
the American Merchant Marine Insur- 
ance Co. Mr. Stewart later formed 
the C. P. Stewart Co., Ltd., making 
Mr. Ennis the vice president and fire- 
man of this firm, which last year was 
appointed United States managers of 
the United British Insurance Co., Ltd., 
of London. His financial ability will be 
of great value to the New Jersey. 

This association of Mr. Stewart and 
Mr. Ennis the vice president and fire 
friendship of twenty years, as both 
these men started together in business, 
and, although developing their careers 
in different offices, they have kept in 
touch with each other, until to-day they 
are joining forces and are destined to 
hecome important factors in underwrit- 
ing circles. 

Company Now Well Officered. 

The wide local agency, field and un- 
derwriting experience of Vice-President 
Ennis makes him capably fitted to 
continue the direction of the affairs of 
the New Jersey with which he has been 
in intimate touch since 1915 as _ sec- 
retary of the Company, when he and 
the late George A. Viehmann were 
placed in charge of the affairs of the 
Company at the suggestion of the New 
Jersey Department of Banking and In- 
surance. His long service as Mr. Vieh: 
mann’s right-hand man in the success- 
ful development of the New Brunswick 
Fire assures a continuance of the con- 
servative upbuilding of the New Jersey. 

Mr. Guthrie, whose underwriting ex- 
perience started in Baltimore shortly 
after the conflagration and extended 
over a broad field while he was special 
agent for Fred S. James & Co., has 
also been in close touch with the prog- 
ress of the New Jersey as assistant 
secretary and his popularity in the field 
will enable him in an even greater de 
free to assist in the development of 
the Company as its secretary. 

Mr. Brokaw, who was_ re-elected 
treasurer, came with the New Jersey at 
the time Mr. Yiehmann was reorganiz- 
ing the Company. 

The annual statement of 
Jersey, which will be readv in a few 
days, will show that in 1918 the Com. 
pany made very satisfactory progress. 


the New 


NEW WISCONSIN SPECIAL 
Alfred 8. Gromly has heen appointed 
Special agent for the Rochester De- 
partment of the Great American in Wis- 


consin. Samuel T. Johnson is to be in 
Mlinois. 


RESTRICTION ON BROKERS 
The New York Department has inti- 
mated that it is improper for brokers to 
receive commission on insurance placed 
On their own property or risks. 


FIRE MARSHALS IN SESSION 





Two Days’ Meeting Replete with Ad- 
dresses By Insurance Men and 
State Officials 





New York men interested in fire pre- 
vention and protection are fortunate in 
that a highly important conference of 
the fire marshals’ committee in co- 
operation with the National Board is 
meeting this week at 76 William Street. 
Following is the program: 


January 9, 10 A. M. 


General welcome and _ introductory..F. C. 
Buswell. 

The Value of Co-operation Between the Fire 
Marshals and the National Board of Fire Un- 
derwriters—Hon. T. A. Fleming, W. E. Mal- 
lalieu. 

Committee on Public Relations 

1, The War on Carelessness—E. W. West. 

2. Fire Prevention Education in Schools— 
H. C. Brearley. 

3. Press Co-operation in Fire Prevention 
Hon, T. A. Fleming. 

January 9, 2.30 P. M. 
Actuarial Bureau Committee 
1. Aim and Objects of Bureau—James Wyper. 
2. Uniform Reports—Hon. John G. Gamber. 
(a) Causes, (b) Classes of Buildings. 


3. Operation of Actuarial Bureau—Chas,. H. 
Lum. 

4. Loss Information Service—Hon. L. T. 
Hussey. 


January 10, 10 A. M. 
Committees on Fire Prevention and Construc- 
tion of Buildings 

1, Aims and Objects of the 
Sheldon Catlin. 

2. Drills and Training of Fire Departments— 
Hon. Jas. R. Young. 

3. New York Fire College and Drill School— 
Chief John Kenlon, N. Y. C. Fire Department, 

4. City Inspections and Reports of the Na- 
tional Board—George B. Booth, 

5. Reducing the Life and Property Hazard of 
Public Buildings—Ira Tf. Woolson. 

January 10, 2.30 P. M. 

Committee on Incendiarism and Arson 

1. Explanation of Work—W. S. Bartow. 

2. “The Arson Trust’”—Hon. Homer Rutledge 
3. Interchange of Information Concerning Ar- 
rests, Convictions, ete.—F, R. Morgaridge. 

4. “Pyromania”—Hon. Roe. 


Committees 


Ole O. 





HEWITT SUCCEEDS DICK 


Is Appointed State Agent of Colonial 
Underwriters and Mechanics & 
Traders For West Va. 





C. C. Hewitt has been appointed State 
agent for the Colonial Underwriters of 
the National of Hartford and for the 
Mechanics & Traders for West Virginia 
succeeding G. C. Dick, who resigned 
recently to join the Charleston local 
agency of De Van & Co. 


Mr. Hewitt, who recently secured his 
discharge as an ensign in the navy, was 
previously superintendent of rating of 
the State of Missouri, occupying that 
position after a broad experience in 
rating work in the West and in Canada. 
He will make his headquarters at 
Charleston, West Va. 


SUBURBAN PROBLEM SETTLED 

The New York Fire Insurance Ex- 
change has adopted the report of the 
special committee appointed to deal 
with suburban problems. Power is 
given to require correct practices of 
New York and Brooklyn agents writing 
suburban business. The New York Ex- 
change is given authority to require 
correct practices. 





HEAVY LOSS ON TRUCKS. 

The fire loss on 125 or more autq- 
mobile trucks destroyed in the fire in 
the garage at 736 East Fourteenth 
Street, New York, is between $300, 
000 and $400,000. The schedule writing 
companies are the biggest losers. 








BENJAMIN BEVIER DEAD 
Benjamin Bevier, special agent for 
the Queen of America, died in Phila- 
delphia, January 3. He was born in 
Ulster County, New York, in 1853, and 
had been in the insurance business 
since 1877. 


GUARANTEES MUTUAL POLICY 
American Reinsurance Company Said 
To Back Automobile Mutuals of 
E. F. Perry & Co. 





Solicitors of automobile insurance re- 
port to The Eastern Underwriter that 
they have come in contact with a new 
phase of mutual competition in the form 
of a fire and casualty automobile cover 
issued by the mutual companies man- 
aged by E. F. Perry & Co., of New York, 
which is apparently guaranteed in re- 
gard to payment of losses and to be 
free from assessments by the Ameri- 
can Reinsurance Co., of Huntington, 
West Va., whose certificate is said to 
accompany each policy issued by the 
mutuals. 


HAROLD M. HESS, SECRETARY 
Harold M. Hess has been elected sec 


retary of the American Central, St. 
Louis, following the resignation of D. 
kK. Monroe. 











General Insurance Agents 


Represent 
Eighteen Companies 


411-183 WALNUT ST. 
PHILA., PA. 











95 William St. 
New York 


AG 


WALTER F. 


ERRICKSO 


38-40 Clinton St. 
_ Newark, N. J. 


ENT 








New York 
Telephones: John 63-64-65 


Northern Asse. Co., Ltd. of Eng. 
Commonwealth Ins. Co. of N. ¥ 


Detroit F. & M. Ins. Co. of Mich. 


Teli phones: 


LEWIS & GENDAR, Inc. 


Commonwealth Insurance Co. of New York 
ONE LIBERTY STREET, NEW YORK CITY 
Brooklyn and Suburban Agency 


145 MONTAGUE STREET, 
Main 6370-6371-6372 


City Agents 


Firemen’s Inc. Co. of New Jersey 
Globe & Rutgers Inc. of N. Y. 
Employers’ Lia. Assce. Corp. of London 


BROOKLYN—NEW YORK 








STRENGTH 


se 








HENRY J. HOUGE, J. H. VREELAND 
Assistant Secretaries 


INT EGRITY 







A Broad Underwriting Service to Agents 
Writes Fire, Automobile, Rent, Sprinkler Leakage, Tornado, Use and Occupancy, Explosion, ete. 
Works in Harmony with American Agency Principles and Practices 


SERVICE 


JAMES H. BREWSTER, Mer 
Hartford, Conn. 








EDWARD \jIiEER, Vice-Pres. & Secy. 


THE SUPERIOR PE AGURANCE co. 


Conservative -- Sound -- Progressive 
Statement January 1, 1918 

- ASSETS one.ss.as | LIABILITIES 

OFtMAMEB ccccvcccsccccecvecsccccce 50S “ani 
Stocks and Bonds...........+e++ 2,499.50 Capital nl Sa th aha aa ta $ 300,000.00 
OG. TOURED cewascsancccnetssecds 103,540.90 | Unadjusted Losses ........+0+06 93,290.82 
Cash in Office and Banks...... 162,884.18 || Reserve ......ssccccssscscseovcecs 1,024 ,694.02 
am, wee and Accrued...... a Other Liabilities ....cc..sccooce 28,500.00 

ents WE ccecccccsecseeseseeese d oe , . 
Agents’ Balances ...........0006 180,375.54 || Net Surplus .....s.s+eeseeeeeees 304,131.20 
Collateral Loans .......se.ceees 32,643.75 
Re-insurance Losses Due From 

Other Companies ...........+. 858.52 

°$1,750,616.04 $1,750,616.04 


A. H. TRIMBLE, President 


F. W. SCHRATZ, Asst. Secy. 








ARGCHIBALD.A. McKINLEY, Presidem 
D. J. DAVIDSON, Vice-President 


Home 
No. 29 So. 


Merchants National Fire 


Insurance Co., Chicago, Illinois 


H. C. JONES, Secretary and Treasurer 
I. W. ROCKEY, Managing Underwriter 





Office: 
La Salle St. 


CAPITAL 
$250,000.00 








AN ALL- 

















AMERICAN PROGRESSIVE FIRE 


INSURANCE COMPANY OF THE MIDDLE WEST | 














18 


THE EASTERN 


UNDERWRITER 





January 10, 1919 











MARINE DEPARTMENT 








mnreeanetctoneseeesatenene sees 
Repeenasnevnensacsnrrey sm cei nieye 











Pacific Sail Business for 1918 


Showed Some Heavy Marine Losses 


The business on the Pacific Coast on 
shipments by vessels 


showed some very heavy losses 


made sailing 


during 


the year 1918, which caused Pacific 
Coast marine underwriters to increase 
their rates by formulating a tariff on 
this class of business, which tariff is 


receiving the support of New York un 
derwriters. 

The number of 
wrecked and destroyed by fire brought 
home to Pacific Coast underwriters the 


ssels which were 


ve 


necessity for increased rates, which ne- 
cessity was also appreciated by New 
York underwriters. 

The latest loss reported was that of 
Ship 


the fine San Francisco Clipper 
which was to be engaged in the New 
York-Frisco trade, known as the Ship 


“Aryan,” sailing from New Zealand 
with a cargo of hemp and skins, which 
was just destroyed off the Coast of Aus- 
This proved a very heavy 
cargy. 


tralia by fire. 


had a very Vvaluabie 


loss as sie 


Verdict For Owner 
of a Canal Boat 


ECHO OF BIG JERSEY EXPLOSION 
Concussion Causes Damages Under 
Policy of St. Paul—Another 
Lehigh Valley Case 
Bird v. St. Paul Fire & Marine In- 
surance Company, Reported 180 App. 
Div., 470 and 224 N. Y., PD. 47. 
This was the submission of 
troversy upon an agreed statement of 
facts pursuant to Section 1279 of the 

Code of Civil Procedure. 

The facts as agreed 
purpose of the action 
ig as follows: 
sae the night of July 30, 1916, a 

fire broke out in the Lehigh Valley 

Railroad Company’s freight yards, 

at Communipaw, New Jersey, under 

some freight cars loaded with muni- 
tions of war. An explosion ensued 
which caused another fire in the yard, 
which resulted in another and ter- 
rifle explosion of a large quantity of 
dynamite and other explosives stored 
in the yard, causing a concussion of 
the air which in turn damaged the 
plaintiff's canal boat lying about 

1,000 feet distant, to the extent of 

$675. No fire reached the boat. The 

boat was insured by the defendant 
against the adventures and perils of 


a con- 


for the 
substan- 


upon 
were 


the sounds, harbors, bays, rivers, 
canals and fires. The policy of in- 
surance contained no exception of 
liability for damages caused by ex- 
plosion. 

The question was whether the con- 


cussion damage to the plaintiff’s canal 
boat constituted a loss by fire for which 
the plaintiff could recover from the de- 
fendant. ; 

The Appellate Division of the Su- 
preme Court decided that under the 
circumstances the fire was the proxi- 
mate or efficient cause of the loss with- 
in the intent of the parties, as disclosed 
by the terms of the policy, and directed 
judgment for the plainti‘f. 

The Court of Appeals, however, re- 
versed the judgment in the court be- 
low holding that the damage to the 
plaintiff’s boat by concussion was not a 
loss by fire within the meaning of the 


Another very heavy loss is the Ship 
“Star Poland,” sailing from Manila 
for San Francisco, which was wrecked 
The vessel had 
and 


of 


olf the Coast of Japan. 
a very valuable cargo of sugar 
hemp. 

The Schooner “Ariel” was wrecked off 
the Coast of Japan with a full cargo of 
copra. 

The Schooner “Crescent” was burned 
sea off the Pacific Coast. 
The Schooner “Churchill” was wreck- 


ut 


ed near Honolulu. 
there were a 


average 


which 
particular 


addition to 
heavy 


claims for vessels being on fire and put- 


In 


number of 


ling into ports of distress, which proves 
conclusively that the increase in rates 
wis absolutely necessary. These losses 
fell heavily on the San Francisco mar- 
ket, as well as the New York market, 
und undoubtedly some of the lines were 
placed in the London market. 


OBSERVER. 


policy. The Court of Appeals agreed 
with the Appellate Division that it was 
the intention of the parties, expressly 
or fairly to be inferred, that should gov- 
ern but disagreed with the Appellate 
Division in its conclusion that the par- 
ties to the policy intended to cover 
such a loss as the one in question. In 
the course of its opinion the Court of 
Appeals said: 

“The problem before us is not one of 
Philosophy. If it were, there might be 
no escape from the conclusion of the 
court below. General definitions of a 
proximate cause give little aid. Our 
guide is the reasonable expectation and 
purpose of the ordinary business man 
When making an ordinary business 
contract. It is his intention, expressed 
or fairly to be inferred, that counts. 
There are times when the law permits 
us to go back in tracing events to 
cvuses. The inquiry for us is how far 
the parties to this contract intended 
us to go. The causes within their con- 
templation are the only causes that 
concern us. * * #* 

“The case comes, therefore, to this: 
Fire must reach the thing insured, or 
come within such proximity to it that 
damage, direct or indirect, is within the 
compass of reasonable probability. 
Then only is it the proximate cause 
because then only may we suppose that 
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it was within the contemplation of the 
contract. * * * 

“It may be said that these are vague 
tests, but so are most distinctions of 
degree. On the one hand, you have 
distances so great that as a matter of 
law the cause becomes remote; on the 
other, spaces so short that as a matter 
of law the cause is proximate. The 
beat moored to the pier is damaged by 
fire when dynamite about to be loaded 
fiom the pier is ignited by a falling 
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match. Fire destroys the city building 
when the wall of an adjoining building, 
weakened by the flames, collapses. Be- 
tween these extremes, there is a border- 
land where juries must solve the 
doubt.” 





NEW ZEALAND ADMITTED 





Company has $894,060 Gross Assets De- 
posited in United States—Writes 
Marine and Five. 





The New Zealand Insurance Com- 
pany, of Auckland has been admitted to 
New York to write fire and marine 
lines. The marine branch reports ad 
mitted assets of $251,265; deposit cap- 
ital $200,000; surplus to policyholders 
$250,009. 

The fire branch reports admitted as- 
sets $998,938; deposit capital $200,000; 
surplus to policyholders $531,846.. The 
total gross assets deposited in the 
United States amount to $894,060. H. 
EK. Kempthorne and W. M. Speyer are 
United States managers and the Anglo- 
California Trust ‘Company, San Fran- 
cisco, United States trustees. 





DECISION ON LIFE RIDER 
The Court of Appeals of New York 
has held that a rider to a life policy 15 
part thereof and should be filed with 
the insurance department but failure to 
file does not invalidate it so far as it 
is in harmony with the law. 
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New Automobile 
Rates Nearly Ready 


TWO DAYS’ SESSIONS HELD 





Rating Comniittee of National Council 
to Revise System of Distributing 
Manuals 


The committee on rates and rules of 
the National Automobile Underwriters’ 
Conference met in New York Wednes- 
day and Thursday to decide on the new 
rates and rules to govern the entire 
country. The new regulations are now 
being printed for distribution. 

Automobile theft rates will be seven 
or eight per cent. in some cities. The 
schedule is country-wide, a uniform 
flat rate, with numerous variations to 
fit certain situations. The idea is to 
apply high rates where the hazard is 
shown will be most severe. Rates will 
be lower for fire risks and for both fire 
and theft on the highest priced cars. 
Theft rates will be very materially in- 
creased, for low priced cars. 

It is proposed that the country be 
divided according to the seriousness of 
the theft hazard and that within these 
divisions other smaller sections be se- 
lected for the application of especially 
high rates to cover excessive losses. 

A Standard Schedule has been ar- 
ranged which represents the average 
conditions throughout the country. 

The Country Schedule generally re- 
cognizes that lower rates, especially 
on theft cover, should obtain. 

The Penalty Schedule is to be applied 
to those cities in which the theft ex- 
perience has been especially bad. It 
is, in fact, a “pink slip” and will affect 
eight or ten cities. 

Based on Experience 

revision of these rate sched- 
Conference has for the first 
the benefit of adequate ex- 
statistics representing the 


In the 
ules the 
time had 
perience 


bulk of the premium income of the most 
active companies in the United States. 

The new schedules are designed with 
the view to facilitating the compila- 
tion of individual theft experience, 
keeping that item separate from fire. 
The bulk of the losses have right 
along been on the theft end of the 
business. The idea is to charge so 
much for each line that the premium in 
each case will be sufficient to carry 
its own losses, resulting in equitable 
rates for each line. It has not been 
possible to do this in the past. 

The Conference is arranging to make 
a central distribution of manuals. At 
present agents receive a number of 
copies of the Manual from their sev- 
eral companies. Sometimes the com- 
panies go to additional expense to have 
manuals bound in special covers. The 
agent keeps whichever copy or copies 
he wishes and the rest go in the bas- 
ket. This system results in much un- 
necessary cost to the companies and 
the Conference and it is proposed to 
do away with it. The automobile de- 
partment of the National Workmen's 
Compensation Service Bureau is co- 
operating on this plan. 


SCANDINAVIAN AMERICAN PLANS 

The Scandinavian American Assur- 
ance, which has extended its operations 
here to include fire insurance and has 
appointed O. G. Orr & Co. United States 
managers of this department as well as 
the marine, plans to enter the various 
states for fire business as soon as the 
entrance requirements can be complied 
with. On receiving its license from the 
New York State Insurance Department, 
last week, the Scandinavian American 
announced the appointment of Newman 
& McBain as metropolitan agents of the 
company and other agency appoint- 
ments will be announced in the near 
future. The Scandinavian American has 
been transacting a marine business in 
the United States for a number of years 
under the management of O. G. Orr & 
Co. 
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New Automobile 
Casualty Rules 


CONTRACTORS IN CLASS FIVE 


Omnibus Cover Extended to All Per- 
sons Having Legitimate Insurable 
Interest 
Agents will be receiving this week re- 
vised automobile casualty rules and 
forms of cover. They become effective 
for all policies attaching on or after 
February 1 and are optional for all pol- 


icies attaching on or after December 
1, 1918. 

No changes have been made in lia- 
bility, property damage or collision 
forms. 

The omnibus cover, referred to in 


Rule 15, has been extended to commer- 
cial cars and all other types written on 
specified car basis and has been broad- 
ened as to all occupants of the machine 
and its drivers. Stated another way the 
cover has been extended to any person 
who has a legitimate insurable interest 
in the car. 


Premium in Full in Advance 
The following has been inserted in 
Rule 5 at the end of the second para- 
graph: 
“* * * and any form of automobile in- 
surance governed by this Manual 
shall be written only in considera- 
tion of the ‘full’ premium for the pe- 
riod covered by the policy, and no 
monthly, quarterly or other install- 
ment method of payment shall be 
permissible.” 


Trucking for Government 
The rate changes are more than any- 
thing else in the nature of a refinement 
of classification. Under the two or 
more cars rule the cover has been made 
applicable to include the employees of 
a repair shop. Cars used in trucking 


for the government can now take a rate 
according to the kind of goods they are 
hauling. 

Several changes have been made in 
the five or more cars rule: as to pro- 
rating premiums and making audits. 


Commercial Car Classes 


Most of the commercial car classifi- 
cations remain practically unchanged. 
The contractors’ classification has been 
broadened and reduced from Class 4 to 
Class 5. Other classifications closely 
allied with the contractors’ classifica. 
tion have likewise been reduced from 
Class 4 to Class 5. Al! of the classifi. 
cations which previously bore the 
phrase “(an individual working at this 
trade)” have been amended by the 
elimination of this phrase, and have 
been increased from Class 6 to Class 5 

Automobile defect coverage 
have also been changed. 


rules 


DROPS GOVERNMENT WORK 





William C. Rader, of Marine and Sea- 
man’s Division, War Risk 
Bureau Resigns 





Washington, D. C., January 8.—Be- 
cause it has been determined to issue 
no more policies from the marine and 
seaman’s division of the Bureau of War 
Risk Insurance, William C. Rader, act- 
ing commissioner of the division, has 
sent his resignation to Secretary of 
the Treasury Glass, as of February 1. 

During the life of the marine and sea- 
man’s division, which was the first in- 
surance effort of the Government, in- 
surance amounting to approximately 
$2,000,000,000 was written on vessels 
and cargoes, and nearly $200,000,000 
on officers and crews of merchant ves- 
Premiums collected amounted to 
about $50,000,000 on the cargoes and 
bottoms, and $800,000,009 on the men, 
while losses were very low, being only 
slightly more than $30,000,000 on ves- 
sels and $300,000 on men. 


sels, 
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CASUALTY AND SURETY NEWS 








Proposed Missouri 
Law is Attacked 


COMPENSATION BILL 
Fdson S. Lott Advances Many Argu- 
ments Why It Should Not 
Be Enacted 


UNFAIR 


Addressing the Central Mississippi 
Valley Division of the National Safety 
Council, at St. Louis, January 9, Edson 
S. Lott, president of the United States 
Casualty, New York, made a strong plea 
for a continuation of the present Ameri 
can policy of insurance service through 
competition between all kinds of insur 
ance carriers, saying: 

“lf my company cannot withstand 
even-handed competition with public 
and private mutuals, it has no right to 
exist, and it will cease to exist from 
lack of patronage Thi is true of 
other companies. But they should not 
be put out of business to satisfy a 
THEORY. If the theorists are right, 
the companies will die, anyway. They 
have honorably conducted a legitimate 
business for years. If they die, it will 
not bring loss to any policyholder or to 
any injured workman; the companies’ 
reserves will protect them. The only 
ones who will lose will be the stock- 
holders. The stock companies are will- 
ing that as many publie and private 
self-supporting methods of insurance as 
the people want shall compete with 
them This, T understand, is the po- 
sition of the private mutual associa- 
tions. They ask no favors But they 
do ask that they he permitted to re- 
main competitors. Let the fittest sur- 
vive.” 

“Not Mutually Fair’ 


The subject of Mr. Lott’s address 
was workmen’s compensation laws in 
general and the proposed Missouri law 
in particular. He said that Missouri 
is behind other states in adopting the 
compensation principle and then de- 
clared that the bill proposed by the 
Missouri State Federation of Labor “is 
not mutually fair (to emplover and em 
ployee), but contains some _ provisions 
which would prove unbearable to em- 
ployers, harmful to industry and soci- 
ety, and demoralizing to those sought 
to be benefited.” 

This bill proposes that compensation 
shall be payable from @Cay of injury, 
without a waiting period. Mr. Lott 
said that such a provision would make 
imposters and malingerers out of here- 
tofore honest workmen He summa- 
rized the waiting periods in other state 
laws and showed that even under them 
there is much malingering. He said: 
“Tnder all laws there is much malin- 
gering, even with the waiting periods 
as stated. To wipe out all waiting per- 
ieds would not greatly benefit working 
people, because the individual  pay- 
ments of compensation would be véry 
small, whereas the aggregate number 
of cases would be very large, and the 
administrative cost dispronortionately 
high, thereby greatly increasing the 
cost to employers, while the incentive 
for exaggeration would have a demoral- 
izing effect on employees.” 


Substitute Offered. 


Mr. Lott proposed as a substitute, to 
make the waiting period one week, with 
the proviso that, when the disability 
lasts longer than six weeks, compensa- 
tion shall become payable for the first 
week. 


Regarding the selection of a physi- 
cian by the emplover, Mr. Lott said this 
has been tried in France with the result 
that the French law is known as the 
“doctors’ graft law” and that the cost 
of medical service in compensation 


cases nearly doubled in six years after 
ihe change was made. He declared that 
a low class of doctors are usually the 
beneficiaries under such a law. 

As to.the notice of accident provis- 
ions in the Federation’s bill, Mr. Lott 


said: “It is impossible to know the 
motives of whoever drafted these sec- 
tions. jut if he intended to incite 


litigation between employers and em- 
ployees and the dependents of em- 
ployees, if it was his purpose to pro- 
mote fraud in connection with a law 
which should reflect social and eco- 
nomic advancement, if his desire was 
to aid and comfort shyster lawyers and 
dishonest claimants, experience — will 
prove that he provided a convenient 
way of accomplishing these purposes 

if you permit this bill to become a law.” 


Daily Wages. 

As to the proposed rule for ascertain- 
ing daily wages Mr. Lott observed: 

“The rule in the bill is wrong. It 
cheats every honest man whom the law 
will affect. It puts a premium on ma- 
lingering The proposed law pretends 
to give the totally disabled employee 
‘two-thirds (66 2-3 per cent.) of his 
average daily wages,’ but the rule 
which must be followed in arriving at 
average daily wages forces the pay- 
ment of more than 662-3 per cent. in 
nearly all cases.” 

The speaker then proceeded to point 
out inaccuracies in the bill and provis- 
ions which would be difficult of admin- 
istration, and devoted the remainder 
of his address to a protest against the 
taking over by the state of the busi- 
ness of insuring workmen’s compensa- 
tion. 

Mr. Lott showed that in but a few of 
the states is there a monopolistic state 
fund, .and hinted strongly that the 
manager of the Ohio fund, the example 
of which is being strongly urged by the 
Missouri Labor Federation, was afraid 
to permit an examination of that fund 
by a real insurance actuary; that, while 
there had been strong agitation for 
such a fund in New York, it had been 
rejected 

FIRST YEAR SUCCESSFUL 
Health and Accident Department of 
Maryland Assurance Has Gotten 
Good Start. 





Richard H. Thompson, vice-president 
of the Maryland Assurance Corporation 
taltimore, in charge of the accident and 
health department has made his first 
year’s work in that capacity a signal 
success. He reports that the premium 
income is considerably in excess of 
$2.000.000 and that the expense ratio 
has been kept well within the bounds 
of safety. The Corporation paid over 
$100000 in influenza claims but even 
so. the loss ratio is said to be satis 
factory. 

“Health Hazards of the Cloth Sponge 
ing Industrv” is the title of special bul- 
letin No. 89. being issued by the New 
York State Department of Labor. 
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Plate Glass Business 
Hurt By War Prices 


PRESENT CONDITIONS TO STAY 
Heavy Losses Expected, With Business 
Figured on Earned Premium 
Basis 
Nineteen hundred and eighteen has 
passed into history. While it brought 
its blessings to the country as a whole 
the great blessing of victory to our 
arms and those of our Allies, the pos- 
sibly greater blessings of an aroused 
spirit of self-denial to our people and 
an awakened public conscience—in 
spite of these inestimable benefits, the 
plate glass underwriters bid it fare- 
well, hoping never to see its like again, 
One New York underwriter who has 
been in the business many ‘years ex- 
pressed this view of the year just 

closed: 

“The conditions under which’ the 
companies labored have been almost 
intolerable. Profit in the business was 
not to be thought of. One could hope 
only to minimize net losses of the vari- 
ous companies, and that is all that has 
been accomplished. Venture it to he 
anid without fear of contradiction, that 
the plate glass business of no company 
will show a profit for 1918, figured upon 
an actually earned premium basis, but 
on the contrary, will show a serious net 
loss, figvured upon that (the only 
nroper) basis of ascertaining profit or 
lass. 

Delayed Rate Advance 

“This in spite of the fact that rates 
were advanced from time to time dur- 
ing the vear until 1919 finds the level 
of rating astonishinelv higher than 
the level a venr arn: but in snite of 
these advances in rates the comnanies 
have never heen ahle to keen un with 
the inereased enct of Ince adinstments 
which were imnoaced hv lohor conditions 
and necessarily docreased eutyont on the 
nart of glace factories awine to war's 
Aamanda for the nroduetion of essen- 
tiele thereto. 

“The camnanies hesitated loner he 
fara taking the neecossarv stens to nro- 
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tect themselves—too long, as_ their 
ledgers have disclosed. Advance in 
glass cost was only tardily followed by 
an increase in rating, and frequently 
before the increased rating became ef.- 
fective another jump in the price of 
glass made the increased rating totally 
inadequate. 

“It can be said for the public that it 
has to a large extent had a likely con- 
ception of the value of this class of in- 
surance, and has stood manfully by the 
companies in their efforts to secure ade- 
quate rates. 

“Of the outlook, little can now be 
said. The war being over, one would 
naturally look for an alleviation of the 
condition prevailing, and yet, a careful 
survey of the field does not offer any- 
thing encouraging. What the future has 
in store for us only the future can dis- 
close,” 


Possibility of Cheaper Glass 


Another underwriter said regarding 
the price of plate glass and its effect 
on insurance premiums: 

“Kivery commodity has been so vastly 
increased in price during the war that 
it seems most natural that when the 
war is over prices should come down. 
This is quite as true of plate glass as 
of any other commodity. We must re- 
member, however, that the war is not 
over yet. We are operating now under 
an armistice, and until peace is finally 
arranged there is not likely to be any 
material change. 

“At a recent meeting of the plate 
glass manufacturers and dealers the 
subject of future prices was discussed, 
and it was pointed out that dealers with 
any considerable stock on hand must 
be protected against a sudden drop in 
manufacturers‘ prices. 

“The plate glass insurance companies 
will maintain the rate schedules already 
established until such time as a reduc- 
tion in the price of glass is actually ef- 
fective; but as there is nothing to indi- 
cate that such a change is imminent, if 
indeed the reverse may not happen and 
a further increase be imposed, the com- 
panies are not borrowing trouble nor 
worrying about cut rates. 


No Rate Cutting Possible. 


“The present method of rate making 
precludes the possibility of rate cut- 
ting and reduces all friction to the min- 
imum. There is no incentive for rate 
competition because the old conditions 
have been removed, it is hoped, never 
to return, and it is the recognition of 
this fact that convinces plate glass in- 
surance underwriters of the value of 
the system. 

“There is absolutely no chance for 
adverse action by any company in case 
ot a break in prices of glass, and the 
rate making authority will remain the 
same as heretofore, governed only by 
actual conditions.” 
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Next Step for Social 
Insurance Outlined 


VIEWS OF PROFESSOR LINDSAY 


War Risk Experiment Suggested As 
Wedge for Extension of Cover 
to Civilians 


What shall be the next step in so- 
cial insurance in. the United States was 
portrayed by Samuel McCune Lindsay, 
president of. the American Association 
of Labor Legislation, at Richmond. Mr. 
Lindsay is also of the faculty of politi- 
cal science, Columbia University. He 
said in part: 

The stabilization of industry and the 
development of an_ efficient public 
health service in every state and nation 
are problems now confronting practi- 
cally every country in the world. They 
confront us here in America as they 
have never done before. Every agency 
and instrumentality of government 
from the Peace Conference at Versail- 
les to the local councils of national de- 
fense are wrestling with some phase of 
the question of how to define and ex- 
press community concern and responsi- 
bility for the unavoidable risks of sick- 
ness, disability through accident, in- 
validity, old age, or unemployment. 
This may be summed up in the age- 
long question of how we are to bear 
one another’s burdens. There is only 
one simple, direct and practical way in 
which these problems can be met. 
Some recent silly twaddle about the 
failure of social insurance in Germany 
on the part of those whose patriotism 
needed advertising during the war, and 
on the part of misguided defenders and 
apologists for the crimes, errors and 
mistakes of private insurance compa- 
nies has served to confuse the public 
mind. 

Contractual Relations 

The average level-headed American 
business man, when he recovers his 
mental equilibrium after the startling 
experience of recent months and be- 
comes somewhat adjusted to the new 
conditions under which we must now 
work, will have no doubts on a sub- 
ject that the sort of safe democracy 
that he wants in the government under 
which he lives shall consist in the full 
exercise of governmental powers of 
compulsion and the resources of gov- 
ernment to make possible that every 
contract of employment, whether under 
the government itself in its military 
or civil service or under private em- 
ployment, shall contain ample insured 
provision against loss through sickness, 
invalidity, old age, and industrial dis- 
placement or fluctuation in employ- 
ment, Whether this is done through a 
rapid development of government op: 
erated and controlled insurance or 
through better supervised, less extrava- 
gant and safer private insurance or 
through a combination of both will 
make little difference. 

The experience of the first year of 
war risk insurance or government in- 
surance for soldiers and sailors has 
demonstrated that the legitimate inter- 
ests of private life insurance companies 
have been strengthened and fostered 
by this experiment in government in 
surance. * * * 

Believes Companies Better Off 

There is now every reason to believe 
that the four million men insured under 
this act have given an enormous im- 
petus to life insurance throughout the 
country, the incidental effect of which 
will more than offset any loss which 
the private companies may have suf- 
fered by reason of the operation of this 
act. 

I have no doubt that if the govern- 
ment were to enter upon the larger field 
of social insurance along the lines that 
T have just indicated. and make provi- 
sion for the extension of something 
simflar to the war risk insurance to all 


civilian employees of the government 
and also to make provision for sick- 
ness, old age and possible unemploy- 
ment insurance for industrial workers, 
there would still be room for further 
development of private insurance either 
in competition with the government or 
along lines that would supplement the 
limited field which the government 
could occupy for a long time to come. 
Admitting Companies 

The insurance companies might be 
acmitted to a participation with the 
government in the new forms of social 
insurance, but, judging from the gen- 
era] experience of the past and the at- 
titude of some private insurance com- 
panies and their authorized spokesmen, 
such participation or partnership in gov- 
ernment social insurance would have to 
be granted in somewhat the same way 
that the German Empire may or may 
not be admitted to place in the family 
of nations. That is, when, and only 
when, they give evidence that they 
realize the wastefulness and social In- 
iquity of the methods that they have 
hitherto pursued, not in all cases, to 
be sure, but in the majority of cases 
having to do with this type of insur- 
ance, in getting their business and in 
political and legislative activities con- 
trary to public interests, and are will- 
ing to abandon those methods and give 
evidence that they have abandoned 
them finally and without reservation. 

Four Steps Named 

It will be anything but satisfactory 
evidence of such change of heart if 
they covertly, as some of them are 
now doing, oppose the next practical 
steps in social insurance, which are: 
(1) the provision for the most liberal 
conversion of war risk insurance for 
soldiers and sailors on terms equitable 
to the public interest and their ability 
to carry the maximum of such insur- 
ance as permanent protection against 
death and total and permanent disa- 
bility; (2) the extension of similar in- 
surance protection to all civilian em- 
ployees of the government; (3) the de- 
velopment of health insurance for all 
governmental employees and its exten- 
sion as rapidly as possible to all citi- 
zens as an essential element in the de- 
velopment of a public health service; 
(4) the establishment of state admin- 
istered mutual health insurance and in- 
surance against accident, invalidity, and 
old age, as well as death, for all in- 
dustrial workers, compulsory for those 
whose incomes will not permit of thetr 
being relied upon to make equivalent 
provision for themselves and their fam- 
ilies on a voluntary basis. 

These steps must be taken regard- 


New Statistical Plan 
of Bureau Explained 


ALTER COMPENSATION METHOD 





Getting Away From Idea of Separating 
Outstanding and Paid 
Amounts 


In explanation of the various changes 
in the statistical plan of the National 
Workmen's Compensation Bu- 
reau, details of which were given in 
The Eastern Underwriter last 
the bureau management says: 

A statistical plan for any form of 
casualty insurance grows. This stat. 
ment needs no supporting analysis. Ob- 
viously, the first attempt to anticipate 
the future requirements of rate makers 
must fall somewhat short of the mark. 
Underwriting, actuarial science and 
safety engineering have not been thor 
oughiy standardized. They have de 
veloped and will further develop in a 
measure relating to the volume of ade- 
quate and dependable experience data 
available. As these sciences are per 
fected new problems come up for con 
sideration and thus ever-changing de 
mands for new data are created. 
tisticians must be ever on the alert to 
so pattern their plans of procedure that 
this information so necessary to the 
proper development of the science of 
rate making may be obtainable. 

Not only does the character of the in- 
formation required change, but methods 
of tabulating and compiling the infor 
mation also change. The science of 
statistics as applied to casualty insur 
ance is not perfect. As we progress, 
we discover new methods of statistical 
procedure. It is the function of the bu- 
reau and its committees to see that 
the best statistical methods are brought 
to the attention of the companies, for 
only in this way can the work which is 
co-operatively undertaken by its mem- 
bers be carried on in a most efficient 
and economical manner. 

Intent of Early Plans 

The original statistical plan for work 
men’s compensation insurance was de- 
signed to meet the demands of under 
writers, actuaries and safety engineers, 


Service 


week, 


less of whether they favor or retard the 
private fortunes of any single industry 
in the land because they concern too 
vitally the private fortune, be it large 
or small, of every citizen, and the gen- 
eral welfare of the body politic. 


Sta- 
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so far as these demands could be antici- 
pated when the plan was promulgated. 

For the underwriter, the plan was in- 
tended to produce a classification ex- 
perience, that is, an exposure and loss 
analysis, There was an exposure card 
to be used for recording payrolls and 
premiums. There were “paid on acci- 
dent” and “outstanding” cards upon 
which to record the losses referable to 
the exposure. These losses were ana- 
lyzed by kind of benefit and by kind of 
injury. 

For the actuary, the plan provided an 
individual analysis and report of each 
accident according to tne following 
ilems: age, sex, percentage of physical 
impairment, weekly wage, duration of 
injury, kind of injury and medical and 
compensation losses. The basis for this 
accident analysis was the “tabulatable” 
accident. There being no agreement 
as to the possibility of securing the ex- 
act duration of disability in cases not 
extending beyond the waiting period, 
the plan contained the requirement that 
an effort should be made at least to 
determine whether the disability was 
ot less or more than one week’s dura- 
tion. Contra cards were devised for 
reporting developments and correcting 
errors, ° 

What Engineers Wanted 

lor the safety engineer, the plan pro- 
vided an analysis of industrial acci- 
dents by causes, As early as six years 
vgo the engineers clamored for intor- 
mation respecting the causes of indus- 
trial accidents, and upon their earnest 
solicitation this item was made a part 
of the plan. 

The original plan stood the test of 
providing the necessary information for 
the development of rate making in a 
satisfactory manner, Changes were 
necessary from time to time as new 
problems arose, but these were success- 
fully assimilated without the necessity 


oO radically revising the plan as a 
whole, 

However, for some time, there has been a 
lecling on the part of those charged with the 
administration of the plan that certain fea- 
tures of it were somewhat too complicated for 
practical purposes, This feeling culminated in 
a proposal to revise the plan, and beginning 
with the month of June, 1918, the Statistical 
Sub-Committee on the Bureau Compensation 
lan held a number of sessions, some of two 
days’ duration, at which the plan was gone 
over item by item, with the aim of simplify- 


ing and condensing it as much as possible 
No real progress was achieved, however, until 
the meeting of July 19 At this meeting a 


radical 


very proposal was made to do away 
entirely with the method of reporting paid 
losses separately from the outstanding losses. 

Industrial Cases 

It was explained that the Bureau has no 
need for the outstanding information on in- 
dividual cases, nor for that matter, on indivi- 
dual classifications, for the reason that the 
outstandings are never taken into considera- 
tion in the establishment of pure i 


premiums, 
and that such information is only valuable in 
bulk for investigating the question of under- 
estimate 
Viewing this question in this light, it was 
held that the outstandings should be divorced 
from the punch card system and given in bulk 
on a separate report, and that instead of 
punching on one card the paid amount and on 
inother the outstanding amount, the companies 
should report a single card for each case 
showing the total amount of incurred loss. 
The acceptance of this method resolved all the 
difficulties the committee labored under. 
Complete Separation 
meclusion, it may be interesting to 
the development of thought respecting 
the Bureau Compensation Plan. The best 
minds worked for years to construct a 
comprehensive plan for securing workmen's 
compensation statistics In all honor to the 
pioneers in this field it must be said that at 
the very inception of compensation insurance 
this country they anticipated the kind of 
data which would be essential for a thorough 
study of this problem. The complicated pro 
cedure which they evolved in connection with 
outstanding and the developments on 
such « cannot he charged to their i 
ness. lack of training or foresight, but 
to the fact that it is not possible to 
laws ught. From time 
statistical method has been to ef 
complete separation of outstanding and 
principally for the purpose of 
ient reserves for the pay- 
goes without saying that 
original committee, not 
having dealt as yet with actual compensation 
experience in any shape or form, could not 
at that time disassociate themselves from the 
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Cannot Collect from Government 

While casualty companies made a 
special effort last month to lessen the 
amount of outstanding collections, those 
which have been doing business with 
the government have experienced the 
usual difficulty in getting their money. 
In view of the size of the government 
transactions this is a serious matter to 
a number of companies. One New York 
office reports that it has $50,000 in 
premiums outstanding on one risk, 
which amount it cannot collect. Anoth 
er company is believed to have $200,000 
thus tied up and still another company 
$1,000,000. 

* ” * 
Mitchell Leaves Commercial 

H. @. Mitchell has resigned as vice- 
president and general manager of the 
Commercial Casualty, Newark. He is 
succeeded by J. H. Shale who has been 
treasurer. Mr. Mitchell and J. A. Brady, 
the company’s Philadelphia manager, 
have formed a partnership to do a 
general agency business in Pennsyl- 
vania and Southern New Jersey. 

* + ca 


Policy Committee to Meet 
A special committee which has been 
working on the proposed uniform stand- 
ard health and accident policy will meet 
in New York, January 16. 
~ * . 
Surety Reserves Discussed 
A committee of the surety compan- 
ies met with the insurance commission- 
ers in New York Wednesday to dis- 
cuss surety reserves. 


es * 
North American Changes 
The North American Accident of 


Chicago, has arranged for B. P. Scott, 
agency manager at Topeka, Kan., to 
undertake the reorganization of the 
Mexican business. H. 0. Byrd, assis- 
tant agency manager at Chicago will 
develop the protective department, 
which writes a special policy in the 
South largely for colored people. H. A. 
Luther, manager of the group depart- 
ment, has removed from New York to 
Chicago, and has turned over the 
group business in the Hast to E. E. 
Rice, who was ‘his assistant. Wolfe, 
Steffelin & Co., of Chicago, have been 
given the general agency of the in- 
dustrial department, with the privilege 
of writing both industrial and com- 
mercial business throughout Illinois. 
They have appointed H. B. Keck, who 
has been with the International of St. 
Louis, as manager of the industrial de- 
partment. 
* * 
Assault Claims Paid 

The Aetna Life has paid two claims 
of $10,000 each, as a result of the kill- 
ing of two assureds who carried ac- 
cident policies. Both men were killed 
by bandits who entered the East Brook- 
lyn Savings Bank last month and got 
away with considerable money. One 
of the assureds was DeWitt C. Peal, 
and the other Henry W. Coons. Most 
persons now in the health and accident 
insurance business can remember when 
policies did_not cover death or injury 
suffered as the result of assault, such 
as took place in this instance. 

* * 
Will Develop Automobile 

The Utica Mutual Insurance Company 
of Utica, N. Y., proposes entering a few 
additional states. The premium income 
in 1918 was $924,000. This premium came 
from New York manufacturers located 
outside of New York City. The com- 
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pany expects to write more automobile 


business trom now on. The name of 

the company has been changed from 

the Utica Mutual Compensation Insur- 

ance Company to the title given above. 
+ * * 


Deductible Clause Not Liked 
A Rutland, Vt., agent, expressing his 
opinion regarding automobile insur- 
ance, says that most desirable change 
he can think of would be in connec- 
tion with collision insurance. He says 
his clients have not taken kindly to the 
$100 deductible form, nor do they wish 
to pay the rate necessary to obtain full 
coverage. 
* * 7 
Valuation Rules Issued 
The Compensation Inspection Rating 
Board of New York has issued rules 
for the valuation of outstanding losses 
in connection with the experience rat- 
ing plan. 
a * * 
E. By Quackenbush Dead 


Edward B. Quackenbush of 92 Wil- 
liam St., New York, died January 9. 
* * @ 


Ohio Law Upheld 
The Ohio compensation law has been 
held constitutional by the Supreme 
Court. 
. * ” 
Rating Board Meets 
The annual meeting of the Compen- 
sation Inspection Rating Board, New 
York, was held January 9, to hear the 
reports of the manager and treasurer, 
to appoint a committee to nominate 
members to serve on the governing 
committee and to elect members to 
that committee for 1919. 
. . s 
Not a Mutual 
It sometimes happens that the Manu- 
facturers’ Liability Insurance Company 
of Jersey City is referred to as a mutual, 
whereas in fact it is no such thing, but 
rather a co-operative stock company. 
President A. EB. Williamson reports the 
closing of a very successful year. 
” 7 + 


A. V. Hansen Makes Change 

A. Victor Hansen, manager of the 
accident and health department of the 
New York office of the Massachusetts 
Bonding, has resigned as of January 
15 to become manager of the automobile 
department of Frank B. Hall & Co., 
Inc. Mr. Hansen, previous to his con- 
nection with the Massachusetts Bond- 
ing, had for a number of years been 
with the New York office of the Aetna, 

” * * 


Will Seek Health Insurance. ? 


Governor-elect William (. Sproul of 
Pennsylvania will introduce a health 
insurance bill in the next legislature. 





CHIEF ADJUSTER 


16 years’ experience in all casu- 
alty lines, Home Office and field, 
would like to make connection 
with Company or large, aggressive 
agency. Reasons for wishing to 
sever present connection open to 
closest scrutiny. 
Address: “ADJUSTER” 
Care of 
THE EASTERN UNDERWRITER 
105 William Street, 
New York. 





H. R. CLOUGH MARRIES 


Also Has New Insurance Interests 
Which May Take Him From 
Hartford 


Shortly after the annual meeting of 
the National Automobile Underwriters’ 
Conference, in Chicago, it became 
known to a few of H. R. Clough’s 
intimate friends that he contemplated 
severing his connection with the Aetna 
Companies to engage in a line of work 
in which he will be prominently identi- 
fied with reinsurance interests of cer- 
tain British companies. Mr. Clough is 
an Englishman and he has valuable 
insurance connections in England. 
While the exact character of his future 
work has not been announced by Mr 
Clough himself, it is believed that he 
intends to handle the extensive reinsur- 
ance interests of these companies, with 
his headquarters in New York. 

It has also been made clear by Mr. 
Clough that he does not intend to im- 
mediately give up his connection as 
president of the National Automobile 
Underwriters’ Conference. It would be 
highly regretable if he should, for no 
other man in the business is held in 
higher regard than he when opinion is 
sought regarding automobile matters. 

Mr. Clough has been associated with 
the Aetna Companies for ten years and 
is secretary of the Aetna Casualty & 
Surety, assistant secretary of the Aetna 
Life and secretary of the Automobile 
Insurance Company. The success of 
the Aetna Companies in placing them- 
selves in the front row among com- 
panies writing those lines and the de- 
velopment of the National Automobile 
Underwriters’ Conference are both 
ly due to his efforts and foresight. 

Mr. Clough was married to Miss Mae 
Frances Perry, in New York, January 
6. While in New York it became 
known that Mr. Clough would not seek 
re-election as an officer of the Aetna 
Life and affiliated companies. 








NATIONAL COUNCIL ORGANIZED 


Co-ordination of Work of National 
Workmen’s Compensation Bureau 
Takes Definite Form. 

The organization of the National 
Council on Workmen’s Compensation In- 
surance has been nearly perfected. 
The following rating bureaus have been 

admitted to membership: 

California Inspection Rating Bureau, 
Compensation Rating and Inspection Bu- 
reau of New Jersey, Compensation In- 
spection Rating Board of New York, 
Massachusetts Rating and Inspection 
Bureau, National Workmen’s Compen- 
sation Service Bureau, Pennsylvania 
Compensation Rating & Inspection Bu- 
reau, Wisconsin Compensation Rating 
and Inspection Bureau, Workmen’s 
Compensation Inspection Rating Bu- 
reau of Virginia. 

The Committee of managers’ is can- 
stituted as follows: W. A. Chowen, of 
California Inspection Rating Bureau; 
W. W. Greene, of Compensation Rating 
and Inspection Bureau of New Jersey; 
L. S. Senior, of Compensation Inspection 
Rating Board of New York; W. N. Ma- 
goun, of Massachusetts Rating and In- 
spection Bureau; A. W. Whitney, of Na- 
tional W.C. Service Bureau; G. C. Kelly, 
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of Pennsylvania Compensation Rating 
and Inspection Bureau; G. F. Haydon, 
of Wisconsin Compensation Rating and 
Inspection Bureau; A. R. Lawrence, of 


Workmen’s Compensation Inspection 
Rating Bureau of Virginia. 
The National Reference Committee, 


Engineering Committee and the Actu- 
arial Committee have also been chosen. 


JOHN J. KING ATTACKED 

Insurance men familiar with the war 
work of John J. King, of the Hooper. 
Holmes Bureau, as deputy commission- 
er of the United States War Risk Bureau, 
in charge of investigations, keenly re 
gret the attack made upon Mr. King 
and the Hooper-Holmes Bureau by Con- 
gressman Mann of Illinois, the Repub- 
lican leader. The basis of the attack 
was an anonymous letter which Mr. 
King’s friends believe was written by 
a discharged employee of the War Risk 
Bureau. Insurance men believe that 
Mr. King’s work gives evidence that 
he was actuated throughout by the de- 
mands of patriotism and that in relin- 
auishing him to the Government the 
Hooper-Holmes Bureau displayed the 
same spirit. Some people quite natur 
ally do not know what a respected 
man John J. King is among the insur- 
ance profession. 





LEON S. SENIOR’S REPORT 

Leon S. Senior has made his fifth 
annual report as manager of the Com- 
pensation Inspection Rating Board. 
Risks inspected in 1918 numbered 17,- 
563. A new industrial compensation 
rating schedule was introduced in 
1918. The committee on classifications 
and rates has accomplished much dur- 
ing the year. The introduction of the 
Universal Standard Form is the not- 
able achievement of the year. The 
statistical work has been improved. 
The year closed with the organization 
of the National Council on Workmen’s 
Compensation providing greater con- 
centration of efforts of committees. 

J. HERBERT REID RESIGNS 

J. Herbert Reid has resigned as su- 
perintendent of the accident and health 
department of the Aetna Life at New- 
ark, New Jersey. He will devote his 
attention to the development of per- 
sonal business for the Aetna companies, 
with the title of special agent. When 
Newark’s newly organized city govern- 
ment selected Mayor Gillen, Director 
Raymond and Director Monahan as 
a committee on insurances Mr. Reid was 
appointed one of the two experts in an 
advisory capacity and he has since been 
assisting the committee in placing the 
city insurance in all lines. 





TO COMBAT INSOLVENCY 

The New Jersey legislature may be 
asked to make automobile liability in- 
surance compulsory. A law may also 
be asked for, similar to that passed last 
year in New York, requiring liability in- 
surance policies to specify that payment 
of claims will not be denied because 
of the insolvency of the policyholder. 


New Statistical 








Plan Explained 
(Continued from page 21) 


idea of separating the losses in this man- 
ner in the Bureau Compensation Plan. Time 
and experience alone could bring a clear com- 
prehension of the fact that for pure premium 
experience such a separation is absolutely un- 
necessary. 

Nor was this recognition sufficient in itself 
to permit the truth being realized that the 
separation was uncalled for. Other problems 
gave a clue to the new method., The Bureau 
in tabulating duration of disability according 
to various periods of disability, and cost 0 
compensation according to the amounts of in- 
dividual settlements, found that this informa- 
tion was unobtainable in outstanding cases 
for the reason that a part of the cost and 
duration appeared on the .“paid on accident) 
card and another part on the “outstanding 
card. Many methods were proposed to solve 
the problem of bringing together for an in- 
dividual case the total duration and the, total 
incurred cost, but each was more complicate 
than the other. It was in attempting to fin 
a simple solution of the problem that the con: 
cept underlying the revised plan was forme: 
and the possibilities of the situation realized. 
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CASUALTY AND SURETY POINTERS 











Oliver F. Roberts, vice- 
president and general 
manager of the Chicago 
Bonding & Insurance, 
sees bright prospects 
ahead for the casualty business. He 
says to the field force: 

“In casualty lines, conditions are 
bound to be changed. Accident and 
health will, undoubtedly, show the most 
favorable change from the production 
standpoint. There will return to civilian 
life literally millions of young vigor- 
ous men in prime physical condition— 
and trained to take care of themselves. 
They will be, in most cases, ideal pros- 
pects. In addition to that, practically 
every one of them has had shown to 
him the value of insurance, as a result 
of government teaching. What better 
combination could the accident-and- 
health producer ask than a wide fleld 
of physically fit men, in the proper 
mental attitude to take protection? [| 
can conceive of none. 

“With the increase of building must, 
of course, come an increase in demands 
for plate glass insurance. This class 
of insurance is exceedingly desirable. 


“There will, of course, be more auto 
insurance than ever before. Just how 
good it will be remains to be seen. 
Lack of material of the highest grade 
may have acted as a handicap to car 
construction to such an extent that col- 
lision losses will be larger, per loss, 
on cars of recent construction than on 
older cars. If such be the case, the 
agent who specializes on ‘$100 deductt- 
ble collision’ will save money for his 
company in the long run. But that, of 
course, is all for the future to deter- 
mine. In the other lines, we know— 
there is no problem about it. It’s mere- 
ly a case of keeping one’s eyes open. 

“As to burglary—there will, of course, 
be more robberies, for some time to 
come than in past years. This for the 
reason that there are owned throughout 
America—thank God!—illions of dol- 
lars’ worth of Liberty Bonds. Risks sub- 
mitted, in this line, should be subjected 
to the closest scrutiny, but, as a whole, 
the line offers increased opportunities. 

“In the minor Iines—elevator, the- 
atre, teams and the like—there would 
not, at least on the surface, seem to be 
enough change in conditions to make 
any appreciable difference. 

“The changes in the major lines, 
however, are of such importance that 
the producer who considers them prop- 
erly will, at the end of the next two or 
three years, have a much more enviable 
record in the matter of comparative 
losses, than the producer who ‘goes it 


Many Reasons 
for 
Optimism 


blind.” And, as I understand it, the 
producer, whose loss-ratio is low is, 
other things being equal, more of 


an ace than the producer whose loss- 
ratio is high.” 


A new era in insur- 
ance methods is fore- 
cast by the Preferred 
Accident, New York. 
In the current num- 


ber of the “Preferred Pilot” this ap- 
pears: 


Less Scramble, 
And Hustle 
In Soliciting 


The results of the war, among other 
changes, are to a certain extent going 
to revolutionize business methods. Tne 
high speed drive which seems to have 
obtained during a number of years pri- 
or to the war has been modified and 
business men are realizing that real 
business is not made up mostly of hustle 
and drive. Largely is this true of the 
Insurance ‘business. Whereas days gone 
by the insurance agent seemed to be- 
lieve that in order to get business it was 
necessary to crowd facts and figures in- 
to the minds of his prospect upon the 
sround that they were ignorant of the 





principles or benefits of insurance while 
he knew it all. 

Today, as a rule, all business men are 
quite well posted in regard to insurance 
and must be approached and dealt with 
from that standpoint. It is no longer 
necessary for an agent to enter into 
detailed explanations of the wisdom and 
benefit of insurance but, assuming that 
his prospect ‘is quite well posted, to 
bring to his attention the applicability 
cf the benefits to him individually. 

The field has not been narrowed— 
though possibly limited somewhat in 
number of prospects—but owing to the 
fact that larger incomes are being re- 
ceived, and larger expenses being in- 
curred, it makes the present amounts of 
insurance carried inadequate. 

Twenty-five dollars a week benefit, 
in the event of an accident, will not 
prove sutficient to meet the outlay. An 
injured person will require a heavier in 
diemnity than heretofore in order to re- 
pay for lost time, and as larger in 
comes are being received, can afford to 
carry increased insurance. 

It is among the clientele secured dur- 
ing the past years an agent will now 
find his best field for active work. In 
seeking absolutely new business, drop 
the old whirlwind style and meet your 
prospect in a dignified quiet business 
manner, thus impressing him with your 
earnestness, your belief that he realizes 
the wisdom and necessity for insurance, 
and that all it is now necessary to do 
is to give him an opportunity to act up 
on what his own judgment already in- 


clines him to do, protect himself 
against loss of income through an ao 
cident. 

The trend of the times is that all 


kinds of business will hereafter be trans- 
acted stripped largely of speculative 
features, stripped of rushing and crowd- 
ing, and will be based upon the dignity 
of calm, business-like sense. 

o o * 


Since plate glass costs 


Holding so very much more 
Plate Glass plate glass insuranc® 
Renewals must necessarily cost 


somewhat more, but this 
is a bit easier to say than to do when 
it comes to renewing plate glass pol- 
icies at the increased rate. In the past 
year American citizens have had to 
pay more and more and more for so 
many essential things, that whoever 
now dares say of anything, “The price 
has riz’, must be a most determined 
and resourceful man to prove his point. 
Special Agent EF. F. Halkev of the Gaed 
ke-Miller Agency, Milwaukee, is evi- 
dently that kind of a man. Here is a 
report he made to his office of how he 
held a plate glass renewal: 

“You might be interested in my ex- 
perience in delivering a plate glass re 
newal at the increased price over that 
of last year. 

“After greeting our assured in the 
customary manner and remarking about 
the weather and various other 
favorable matters we got down to bus 
iness. Everything was serene and lovely 
until I mentioned the present premium 
charge. This is what upset Adolph the 
butcher and from then on I was heane‘4 
with very abusive language. While lis. 
tening patiently to Adolph telling me 
how we were fast becoming millionaires 
and how he personally was going to 
have a hand in putting us out of exis- 
tence by the National Legislature he- 
cause of our profiteering methods, and 
before I could let loose with my line of 
arguments as to the need of plate glass 
insurance, even at the increased pre- 
mium, something happened. 

“We heard a dull thud and felt the 
building shake. This was followed by 
several more explosions and consider- 
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able plate glass in the neighborhood 
was broken. All of this turmoil was 
occasioned by the explosion of tanks 
at the Prest-o-lite plant located a short 
distance from the butcher shop. Before 
the last shock died down Adolph’s at- 
titude had changed entirely and he 
scurried to the vault where the family 
wealth is guarded. In afew minutes he 
returned very much subdued and gave 
me a check in full payment of the 
premium.” 





HAS ENTERED ALABAMA 





Hartwig Moss Insurance Agency, Ltd., 
Developing New Field After 
Successful Year 





The New Amsterdam Casualty entered 
Alabama January 1 under the manage- 
ment of the Hartwig Moss Insurance 
Agency, Ltd., New Orleans, for cas- 
ualty and surety lines. 

Tennessee will be added to the pres- 
ent territory of the southern depart- 
ment, managed by the Hartwig Moss 
Agency, Ltd., and which will now con- 
sist of Alabama, Arkansas, Louisiana, 
Mississippi and Tennessee. Agencies 
will be established in Alabama and ad- 
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CIDENT INSURANCE (0 


THE ROOKERY 


CHICAGO 


AGENCY OPEN/NGS [N 
44 STATES 





“$2,500 FOR $1” 





To-day See, Write or Phone 


J.N.S. Brewster & Company, Inc. 
42 CEDAR STREET, NEW YORK 


(Brewster Building) 


About the new and original Conti- 


nental Automobile Personal Acci- 


dent policy sold at an annual premium 


of $1 to persons who buy a Continental 


Automobile Liability a big 
business getter and is sold only by the 


policy—It's 


Continental Casualty Company 


H. G. B, ALEXANDER, President 


General Offices, CHICAGO, ILL. 














ditional appointments made in Tennes- 
See. 
The Hartwig Moss Agency has 
closed a successful year, writing up- 
ward of a half million dollars of cas- 
ualty and surety premiums for the 
New Amsterdam. 
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Insure Your Own Business 


It Costs ONLY A CENT 





Why Every Insurance Agent Should Be A Member 
of 
THE NATIONAL ASSOCIATION OF INSURANCE AGENTS 


NATIONAL HEADQUARTERS, 95 WILLIAM ST., N. Y. CITY 


The following achievements of the National Association of Insurance Agents, and the principles they indicate, 

should commend themselves to every Insurance Agent. The record is one of profitable service in the inter- 

ests of Insurance Agents. What the Association will do to increase and enhance this service in the future de- 
pends largely on the continued growth of its membership. 


SOME OF ITS ACHIEVEMENTS 


FEDERAL TAXATION—The National Association con- 
vinced the Congress Committee in charge of the Income 
Tax bill that insurance agents and agencies, individual 
and incorporated, should be classed with professions and 
thus secured a lower tax rating. 


STATE INSURANCE—The National Association has en- 
ergetically combatted this proposal and has been instru- 
mental in defeating legislation in its interest. 


OVERHEAD WRITING—The National Association ho 
established the right of local agents to the business in 
their territory and agreements negotiated with the com- 
panies protecting them are in force. 


NON-RESIDENT BROKERS—The National Association 
has agreements with the companies prohibiting this busi- 
ness, unless the entire line is written at the rates and 
rules governing in the locality where the risk is situated. 


EXPIRATIONS—The National Association has estab- 
lished the principle that the agent is the owner of his 
expirations. 


PROMPT PAYMENT OF PREMIUMS—The National 
Association has circulated information showing the 
local plans that have been successfully carried out to 
accelerate the prompt payment of premiums. 


REBATING—The National Association has successfully 
promoted efforts leading to the general adoption of anti- 
rebate laws. 


UNIFORM BLANKS—The National Association has now 
succeeded in having accepted by the National Board 
Companies uniform standard accounts current blanks— 
long and short forms, ruled and unruled—one of the 
greatest improvements and conveniences the agents 
have ever obtained. 


AGENCY QUALIFICATIONS—The National Association 
has successfully helped the passage of license and agency 
qualification laws in several States and is constantly 
working for their further improvement. 


COMMISSION—The National Association has repeatedly 
protected agents against inadequate and unsatisfactory 
commission arrangements. It has prevented Legislation 
requiring compulsory contingents. 


REVENUE STAMP TAX—The National Association 
saved the agents from paying this petty and irritating 
lax. 

“AMERICAN AGENCY BULLETIN”—The National As- 
sociation publishes every Friday a live publication de- 
voted exclusively to the interests of local fire, marine, 
casualty and surety agents. It is the one and only trade 
organ owned, published and managed exclusively by and 
for local insurance agents. 
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and A HALF A Day 











FILL UP—TEAR OFF—SEND IN 





APPLICATION FOR MEMBERSHIP 
NATIONAL ASSOCIATION OF INSURANCE AGENTS 


95 WILLIAM STREET, NEW YORK CITY 


The undersigned makes application to become a’ member of your Association 
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